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CHALLENGE: New study sets high sights for savings-loans (See page 35) 


This Month: 


BUILDING UP A BANK’S TRUST BUSINESS by E. Donald Stuck 





WHY THIS EMPHASIS ON ANNUAL REPORTS? by Geoffrey S. Smith 
WILL AIRCRAFT FINANCING GAIN ALTITUDE? by James W. Brothwell 
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In December of 1856, Colonel Robert E. Lee, 
then serving in the Indian wars along the 
Texan border, wrote his wife as follows;* 

“' have been recalling, dearest Mary, the 
many happy Xmas’ we have had together & the 
pleasure I have enjoyed with you ... and the 


children around me ... I hope nothing will 
mar the pleasures of the fireside at Arlington, 
but that you may all assemble around its com- 
fortable hearth with grateful, cheerful and 
contented hearts.” 


*From the original in the Library of Congress 


Wishing You a Merry Christmas 
and a Happy New Year 
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Open House Innovations 


Sirs: Approximately six weeks prior 
to our open house which celebrated 
completion of the bank’s remodeling and 
expansion program, we announced a 


“Know the People at Elliott” contest. 
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It involved identifying all staff mem- 
bers of the bank from pictures printed 
on a contest entry blank, and giving 
their total years of service. To sustain 
interest, a series of “clue” ads were 
published, each identifying five em- 
ployees so that by the time the contest 
was over all staff members were iden- 
tified and the length of service was the 
deciding factor. The winning estimate 
was within eight months of the correct 
answer, 498 years and three months. 
The prizes totaling $100, awarded at 
the open house, were in the form of 
savings accounts. 

As another feature we gave a 10 
cent check to all kiddies who visited the 
bank during the open house. The Kiddie 
Checks were signed by President Frank 
R. Rantz and were cashable for a dime’s 
worth of merchandise at any store in 
Jacksonville, after the young recipients 
had filled in their names in front and 
their endorsements in back. 

Ladies received a boxwood plant and 
cigars were given to the men. A crowd 
of more than 1,200 persons visited the 
bank during the two-hour open house. 
GILBERT H. Topp, Assistant Cashier, 
Elliott State Bank, 

Jacksonville, Illinois 
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Clutehbill Comments 


Sirs: If convenient I would appre- 
ciate it very much if you would convey 
to the family of the late Fred Copeland 
my sincere sympathy. 

I read with much pleasure his Direc- 
tor Clutchbill stories and passed them 
on to my banker son. I am retiring next 
July 1, but have served for 36 years 
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as cashier and secretary-treasurer of 
this country bank, so have fully appre- 
ciated and enjoyed all the Ferndale 
National yarns. 

We will all miss Mr. Copeland and 
his humorous stories. (Ed. See letter 
below). 

RAYMOND E. TUTHILL, Secretary- 
Treasurer, 

The North Fork Bank and Trust 
Company, 

Cutchogue, New York 


Sirs: It was certainly a very pleas- 
ant surprise to find on page 47 of your 
November issue a repeat of the first 
Director Clutchbill story. I have always 
enjoyed these stories very much. As I 
did not enter the banking business until 
1928, this one was new to me, and it 
probably was to many of your other 
readers. Keep them coming! 

ELIZABETH HUTCHISON, Cashier, 
Industrial Bank of Lexington, 
Lexington, North Carolina 
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Monthly Savings Income 


Sirs: Upon reading your November 
issue of the Burroughs Clearing House 
it was noticed under “Trends in 
Finance,” that the Exchange National 
Bank of Chicago has a new system of 
providing depositors with monthly in- 
come from their savings. 

We have had practically the same 
system operating satisfactorily at this 
Company since June 1959. 

D. A. McRAg, Savings Manager, 
Crown Trust Company, 

802 Bay Street, 

Toronto 1, Canada 
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From Every State, Plas 


Sirs: As a result of the item you car- 
ried in your August, 1959 issue on our 
little “Fashion Sense” booklet giving 
grooming tips for women employees, we 
have received a total of 350 requests for 
copies of the booklet. They have come 
from every one of our states, plus Lon- 
don, Nova Scotia, Mexico, and today 
Australia. Isn’t that a terrific indica- 
tion of the wonderful coverage of your 
magazine! 

Locally and all over the country, we 
have given out almost 3,000 copies of 
Fashion Sense. Most of the outside de- 
mand has come from banks, but schools 
and many industrial organizations have 
also requested copies. 

Mrs. HELEN REAM, Assistant Cashier 

The First National Bank at Orlando 

Orlando, Florida 





BELL SYSTEM TEAMWORK IS A VITAL FACTOR 





IN EFFICIENT, ECONOMICAL TELEPHONE SERVICE 


Direct Distance Dialing is an example of the 


value of unified research, manufacture and operations 


Bhese are great advantages to the 
public and the nation in the way the 
Bell System is set up to provide tele- 
phone service. It is a very simple 
form of organization, With four 
essential parts. 


Bell ‘Telephone Laboratories does 
the research. 


The Western Electric Company 
is the Bell System unit which does 
manufacturing, handles supply, and 
installs central office equipment. 


Twenty-one Bell Telephone oper- 
ating companies provide service 
within their respective territories. 


The American Telephone and 
Telegraph Company co-ordinates 
the whole enterprise and furnishes 
nationwide service over Long Dis- 
tance lines. 


Each is experienced and efficient 
in its own field. But the particular 
value of each is greatly extended be- 
cause all four parts are in one organ- 
ization and work together as a team. 


Direct Distance Dialing—one of 
the greatest advances in the speed 
and convenience of telephone serv- 
ice—is an example of the value of 
this unified setup. 


Already more than 8,000,000 tele- 
phone customers in more than 700 
localities can dial direct to as many 
as 46,000,000 telephones throughout 
the country. Each month there are 























EXAMPLE OF TEAMWORK. At left is new fast-moving switch (actual size) used in Direct 
Distance Dialing. Many of them go into action automatically every time you dial. Enclosed 
in gas-filled glass tubes to assure perfect contacts. Made to last 40 years. The result of 
Bell Telephone Laboratories and Western Electric working together to get the best and most 
economical design. At right is remarkable new machine, designed by Western Electric, 
which automatically assembles 360 switches an hour at a very small cost. 


more. Millions of others can dial 
direct over shorter out-of-town dis- 
tances. Calls as far as 3000 miles 
away go through in seconds. 


All of this didn’t just happen. It 
called for years of intensive planning, 
the invention of wholly new ma- 
chines and equipment, and the de- 
velopment of new operating and 
accounting techniques. 


Research alone couldn’t have done 
it. Neither manufacturing nor 
operations separately could have 








BELL TELEPHONE SYSTEM 


done it. And just money couldn’t 
have done it, although it takes 
money and a lot of it for telephone 
improvement. 


The simple truth is that it could 
never have been done so quickly and 
so economically without the unified 
setup of the Bell System. 


For many a year it has given dy- 
namic drive and direction to the 
business and provided the most and 
the best telephone service in the 
world. 


Burroughs Clearing House 
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TRENDS 


iN FINANCE 








Credit Check Lists 


The Hanover Bank, New York City, 
has developed a comprehensive check 
list for revolving credits and/or term 
loan agreements that it is offering to 
other interested banks. 

The list is aimed at giving loan 
officers, credit men and lawyers a work- 
ing tool in the preparation of revolving 
credit and term loan agreements. Bound 
in a manila folder, it is arranged so 
that 139 “check points” on one side may 
be matched against or referred to corre- 
sponding and explanatory notes and 
exhibits on the opposite side. 

Compiled by Llewellyn Jenkins, 
assistant vice-president, to fulfill grad- 
uate requirements for the Graduate 
School of Credit and Financial Manage- 
ment at Dartmouth College, the check 
list has sections on revolving credit, 
representations and warranties, the 
term loan, participation arrangements, 
prepayments, authorized signatures, 
guarantees, conditions of lending, provi- 
sions for collateral, affirmative cov- 
enants, negative covenants, defaults and 
miscellaneous items. 

According to the vice-president in 
charge of loans at a West Coast bank, 
“the list, in addition to reducing the 
time-consuming conferences and com- 
munication with borrower and legal 
counsel, should eliminate the possibility 
of important omissions or unnecessary 
inclusions in a document considered 
essential to a revolving credit or term 
loan.” 

Further details about the “Check 
List/revolving credits and term loan 
agreements” can be obtained from 
Donald R. Hassell, assistant vice- 
president, The Hanover Bank, 70 Broad- 
way, New York City 15. 
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Tight Money and New Foes, 
Prime Sales Finance Woes 


Money for what will be continually 
expanding needs of the nation’s inde- 
pendent finance companies will be avail- 
able during 1960, although at relatively 
high rates, according to prominent 
speakers at the 26th annual American 
Finance Conference convention at New 
York’s Waldorf Astoria Hotel, Novem- 
ber 4-6. 

They predicted that increasing pro- 
portions of these funds, including senior 
and junior capital, will come from non- 
banking sources, such as insurance com- 
panies, pension funds and mutual funds. 
They noted that new or additional lines 
of credit at commercial banks will be 
harder to obtain because the banks gen- 
erally are “loaned up” and are striving 
to maintain proper diversification in 
their lending to consumers and busi- 
ness firms. The 800 finance company 
officers and bank representatives, were 
also brought up-to-date on other broad 
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Working tool for loan officers, lawyers and credit men 


trends in the money and capital mar- 
kets and new developments in special 
fields such as motor boats, mobile 
homes and swimming pools. 

One of the many problems confront- 
ing delegates is prospective competition 
from existing “captive” or “factory- 
dominated” sales finance companies 
such as the long-established General 
Motors Acceptance Corp., the new Ford 
Motor Company financing subsidiary, 
and Chrysler’s plan for a new financing 
unit. These large enterprises have 
easier access to large sums of capital 
and are able to lend profitably at lower 
rates. The smaller independent finance 
companies indicated some months ago 
how they felt about the rivalry at a 
Senate subcommittee antitrust hearing 
that prominently featured GMAC. On 
the record, however, the independents’ 
line is that these big enterprises are just 
new or old competitors. Should their 
activities become too “unfair,” leaders 
of the independents say, existing laws, 
if enforced, offer adequate remedies. 

Also on the worry list is increasing 
competition which is tending to con- 
tinually reduce rates to consumers at 
a time when a tight money market is 
increasing the cost of borrowing funds. 
The finance people take satisfaction 
from the fact that repayment periods of 
late have not shown a tendency to 
lengthen out, that the ratio of con- 
sumer borrowing to rising consumer 
income remains sound and that loss 
ratios, despite the unemployment cre- 
ated by the steel strike and other labor 
disputes, have not risen. While the 
strikes have restricted the supply of 
consumer goods to be financed, it is felt 
that the chief effect of the strikes will 
be to create pent-up demand and merely 


postpone expansion in finance company 
receivables. 

Edward L. Holsten, partner of Salo- 
mon Bros. & Hutzler, New York, gave 
an extended review of the money market 
as it related to the larger finance com- 
panies, emphasizing increasing depend- 
ence of such borrowers upon non-bank 
suppliers of funds; he felt the money 
market was about as high as it would 
go in the foreseeable future, that banks 
would continue to be tight and that 
supplies of all types of funds would 
closely match demand. There would be 
continued pressure on the short-term 
market until Congress removed the 
ceiling on Treasury long-term borrow- 
ing, he added. 

Robert Fulton Maine, president of 
the Philadelphia firm bearing his name, 
spoke on the supply and sources of 
funds for the smaller finance companies, 
emphasizing direct placement of junior 
and senior obligations among insurance, 
pension and mutual funds. Junior capi- 
tal, he said, seems to have reached a 
ceiling rate cost of around 7 per cent, 
with senior money around 6% per cent. 
To utilize the direct placement market, 
Mr. Maine declared a finance company 
as a general rule should have net worth 
of $2% million, good management and 
good commercial bank sponsorship. He 
said prospective finance company pri- 
vate placements might entail some re- 
strictions, such as on management 
changes and dividends, non-callability 
of securities and even that nebulous 
thing, “non-refundability.” Sometimes 
a stock option was a must for obtaining 
new money. ; 

Another speaker was Allen Rogers, 
manager of the bank service division 
of the National Credit Office, New York, 
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which rates commercial paper issuers 
on the basis of detailed data they fur- 

_ nish. Describing himself as the biggest 

“snob attending the Conference, Mr. 
Rogers explained that if a company 
seeking to issue commercial paper had 
less than $1 million (of net worth) then 
“T don’t know you.” He said that there 
were four ratings for commercial paper, 
now bought largely by non-bank 
investors. 

Only about 120 of 376 users of the 
commercial paper market qualify for 
the first top rate class or “big league”. 
All 120 have net worth or capital funds 
of $25 million or more, along with other 
favorable qualifications. The second 
class is called “desirable” and for these 
companies net worth ranges from $3% 
million to $25 million. There is a “satis- 
factory” class of issuers with net worth 
ranging from $1 million to $3% million. 
The fourth classification, a catch-all 
group, is labeled “fair”. An issuer of 
commercial paper, said Mr. Rogers, 
must have a minimum net worth of 
$500,000 plus borrowing power of $500,- 
000; a balance sheet not cluttered up 
with “buried” items; bank lines equal- 
ling debt lines; ratio of debt to capital 
funds of not over 3 to 1; ample cash 
balances; a loss ratio in line with the 
industry and a dividend policy conserva- 
tive enough to promote growth. 

Ray H. Matson, vice-president of 
the First National Bank of Chicago, 
reported on trends in the finance indus- 
try, touching incidentally on how banks 
view instalment credit and the avail- 
ability of bank credit generally. He 
noted the old finance firm rule, that if 
you collected four payments chances of 
loss under repossession were small; 
under present conditions you can take 
a loss after as many as 18 payments 
have been made. Reserves for losses 
today were 2.06 per cent of retail paper, 
second lowest in 23 years. Cash ratio 
to debt is at the lowest ever, 14.54 per 
cent. Liquidity position to pay debt, in 

terms of the number of monthly col- 








Panelists at recent American Finance Conference. Left to right, Alan S. Jeffrey, 
AFC Executive vice-president; Clarence L. Landen, president, Securities Accept- 


ance Corp.; Maxwell C. King, president, Pacific Finance Corp.; 


F. R. Wills, 


president, General Acceptance Corp.; David D. Steere, president, Allied Finance; 

Edwin P. Latimer, president, American Discount Co.; E. F. Wonderlic, president, 

General Finance; and the instalment credit panel moderator Lawrence H. Selz, 
president, Lawrence H. Selz Organization 


Believe high rates will be the rule in coming decade 


lections required to pay debt, was above 
12 months for the first time. These 
ratios applied mainly to auto finance 
and Mr. Matson urged management to 
take a long look at their capital funds 
position, a point also made by some 
other speakers. 

Frank D. Boynton, chairman, Pio- 
neer Finance Company, Detroit, said 
that with the rise of the new leisure 
class the mobile home industry was now 
booming along in the $1 billion annual 
sales class. He felt that mobile home 
lenders should pay more attention to 
financing more strategically located 
trailer camps around the country, the 
lack of which was a barrier to full 
sales potentials. He emphasized that 
mobile homes had become more stand- 
ardized in size and equipment, remov- 
ing a previous source of instability for 
the industry and that competition now 
allowed financing up to seven years. 
Production of this industry now is de- 
veloping more and more toward a “Big 
Few” manufacturers, he added. 





GROUP OF 
MUTUAL FUNDS 


COMMONWEALTH INVESTMENT CO. 


Investing for reasonable income 
and possible growth of principal. 
A balanced fund established 1932. 


COMMONWEALTH STOCK FUND 


Investing in common stocks 
selected for their possibilities of 
long-term growth of principal and 
income. 


COMMONWEALTH INCOME FUND 











Investing in securities selected for 
current income, 


Free prospectuses from your local 
investment dealer or: 


NORTH AMERICAN SECURITIES CO. 


Russ Building San Francisco 4 
New York - Chicago + Los Angeles 
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On motor boat financing, T. E. 
Courtney, president of the Northern 
Illinois Corporation,. cited favorable 
experience over seven years as a buyer 
of such paper which, except for certain 
seasonal factors, was much like auto 
paper. He told how to push boat sales 
and was critical of insurance com- 
panies for retiring too quickly from 
boat insurance. Rather, he said, they 
should raise too-low premium rates. 
Guy W. Hughes, executive director, 
Outboard Boating Club of America, said 
1959 sales of new boats, motors, and 
boat trailers would set.a new high at 
$465% million against $419.8 million 
for 1958. 

Better profits through better manage- 
ment and personnel handling were 
themes of speeches by Dr. Ordway Tead, 
author and Harper & Bros. vice-presi- 
dent, and Virgil K. Rowland, author 
and officer of Detroit Edison Company. 
Fred C. Scribner Jr., Undersecretary of 
the Treasury, underscored the urgency 
of removing the Treasury’s 4% per cent 
long term debt borrowing ceiling at the 
coming session of Congress. R. A. Van 
Winkle, executive vice-president, Stre- 
vell-Paterson Finance Corporation, Salt 
Lake City, discussed furniture and 
appliance markets and money supply 
sources, and indicated that furniture 
and appliances now account for $10 
billion a year in sales. 
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Stock Exchange Facts 
Beamed to Russian People 


An explanation of the operations of 
the stock market will soon clear up any 
mystery about it for people behind the 
Iron Curtain. 

The facts are presented in an inter- 
view between Harold Bache, senior 
partner of Bache & Co., New York 
investment firm, and Paul Sanker, news 
and special events director for Radio 
Liberty, the anti-Communist network 
which broadcasts around the clock to all 
parts of the Soviet Union in Russian 
and 17 other languages. 

The stock market and how it func- 
tions has long been a mystery to the 
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stmas. There’s a warm wikebt for the neighbor 

~a deep desire for friendship between nations—a 
nation to achieve lasting peace. »« Clouds scud 

1e horizon, sometimes building up to frightening 

le rheads. Angry voices thunder without reason—and 
- ts, like lightning, break and crash over the people’s 


is. »« Yet the eternal stars are there—stars of Hope, 
aith, of Love—now dimmed or hidden by the clouds 
br king through with a clarity and brilliance and 
eth that will not be denied. »« May these stars 

ye seen and followed by the wise men of all nations. 

_ May they light the path to peace. 

That is the Christmas prayer of the people. 


CHRISTMAS 1959 e¢ BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written twelve years ago. 














average Soviet citizen, said Mr. Sanker, 
who is presenting a series of programs 
designed to familiarize people in Russia 
and the satellites with all aspects of 
free world life. 

In his interview with Mr. Sanker, 
Mr. Bache emphasized that market con- 
ditions today are vastly different from 
those which led to the so-called Black 
Days of October, 1929, when stock- 
dumping marked the beginning of the 
depression. The market today has an 
inherent strength based on self-regula- 
tion and government controls which, 
besides creating safeguards against a 
depression, are designed to protect the 
public, he said. 

He also pointed out that mutual funds, 
insurance companies, labor unions, pen- 
sion funds and banks were among the 
giant institutional investors that were 
acting as stabilizing forces. 

In addition, he continued, the last 
stock exchange survey showed that close 
to 70 per cent of our security-owning 
citizens have an average income of 
$7,500, and all walks of life are repre- 
sented. 
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Annual Report Handbook 


Of particular interest to financial 
men is a new book aimed at saving time 
in the preparation of the oncoming 
annual report. 

Entitled “The Preparation of the 


Annual Report—a Document of Modern 
Business,” the 176-page study embraces 
all phases of the conception, prepara- 
tion and production of the annual re- 
port. Cover design, executive messages, 
scope of operation, financial narratives, 
charts, graphs, all types of art, photog- 
raphy, envelopes, paper stock, trans- 
mittal forms, methods of printing and 
all other areas involving the annual 
report are treated in this manual. 

The book is priced at $15 per copy. 
It can be obtained from The Annual 
Report Division of Research Bureaus, 
Ine., Box 68, Kensington Station, 
Detroit, Michigan. 
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Government Aid Urged 
for Apartment Builders 


A leading real estate investor and 
developer has challenged Federal, state 
and municipal authorities to adapt “a 
realistic approach in solving the prob- 
lem of the shortage of adequate middle- 
income apartment housing.” 

Louis Sachar, president, Marshall 
Management Corporation and Sachar 
Development Corporation, New York 
City, issued the challenge in his report 
“The Critical Shortage of Middle In- 
come Apartments—And How It Can Be 
Solved.” 

Based on study. The study is based 
on two years of research and analysis 
in 22 urban and 60 suburban areas. It 
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states that governmental bodies have 
evaded the middle-income apartment 
problem, and without assistance private 
builders cannot erect middle-income 
housing at a normal profit level. 

Mr. Sachar defines the middle-income 
apartment as one that rents for between 
$21 and $35 a room per month. He 
places much of the blame for the present 
shortage on the high, prohibitive car- 
rying charges for mortgage money and 
the fact that there has been no creative 
middle-income housing and tax abate- 
ment program developed for land which 
has very little chance of being on the 
tax rolls for years to come. 

No profit. “Builders cannot get mort- 
gage money for middle-income apart- 
ment rental construction at rates that 
would allow them to build for less than 
$40 a room per month. This is more 
than the middle-income family can 
afford to pay,” he states. “Below $40 a 
room per month, builders cannot make 
a profit. 

“For each 1 per cent of annual carry- 
ing charges on a mortgage, $2.50 of the 
monthly rent collected on each room 
has to be applied to the payment of 
such carrying charges,” he adds. 
Therefore, with mortgage interest rates 
at 5% per cent and amortization 
charges at 2% per cent, there is a total 
of 8 per cent that has to be allocated 
for carrying charges, or about $20 per 
month for each room in the building.” 

Float bonds. In proposing government 
assistance, the Sachar report urges that 
a Federal government bond issue be 
floated to raise funds for the specific 
purpose of lending money to the build- 
ers of middle-income rental units. 
Stressing that a builder must have 5 per 
cent carrying charges on mortgage 
money to make middle-income apart- 
ment construction possible, Mr. Sachar 
believes that these government bonds 
issues 
cent interest. The 
builder who borrows from this fund, 
he says, could then repay the loan at 
an interest and amortization rate of 
5 per cent, an amount which would re- 
imburse the Federal government for 
the sale of the issue. 

He also suggests Congressional con- 
sideration of legislation that would 
create a national housing authority, 
which would act as a re-insurer of 
mortgage credits for state and regional 
housing authorities. The local author- 
ities should also be authorized to pro- 
vide a regulated flow of mortgage 
money and could obtain necessary funds 
through bond offerings, he adds. Banks 
and lending companies could act as 
agents for these bond sales, he said. 
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Inflationary Factors and 
Controls Highlight Study 


The effects of inflation and corrective 
policies are given thorough analysis 
in a timely study called “The New 
Inflation.” 

The authors point out that “moderate 
inflation is not necessarily all bad, be- 
cause it may encourage full employ- 
ment and help maintain economic 
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1 OUT OF 5 BANKS IN THE U.S.A. 
BUYS 1 OR MORE OF THESE 
INSURANCE POLICIES FROM SCARBOROUGH 


BANKERS BLANKET BOND (Broadest Form). 
This policy is the foundation of your bank’s entire 
insurance program. Covers loss from fraudulent, 
dishonest or criminal acts of officers or employees 
and losses of money and securities. Continually 
revised to cover the newer bank-risk exposures re- 
sulting from your expanding bank activities. Widely 
acknowledged the best Blanket Bond in the busi- 
ness. We also issue Forms 24 and 2. 


* $1,000,000 EXCESS FIDELITY INSUR- 
ANCE, Protection is in excess of your underlying 
blanket bond—on losses from any criminal, fraud- 
ulent or dishonest acts of officers or employees. 
Covers you against losses of catastrophic propor- 
tions. Originated by Scarborough exclusively for 
members of the Bank-Share Owners Advisory 
League. The first bank policy to be written on a dis- 
covery basis (reimburses your bank no matter how 
far back an embezzlement started or occurred and 
regardless of the amount of blanket bond in force 
at the time). 


* EXCESS ALL RISKS MONEY AND SECUR- 
ITIES INSURANCE, Protects your bank against 
any losses on any premises, public or private, in the 
United States or Canada and for any reason under 
the sun except Acts of War or Government, depre- 
ciation, failure of a depository, dishonesty of your 
employees (not the depository’s employees) and 
forgery. The Scarborough policy is the ONLY policy 
that covers your bank’s money and securities on 
ANY premises without exception. Write for folder. 


ALL RISKS SAFE DEPOSIT BOX INSUR- 
ANCE, Protects your bank against losses of cus- 
tomers’ property from your safe deposit boxes from 
any cause whatsoever regardless of whether your 
bank is legally liable or not. No limitation on any 
one box. Write for folder. 


* TRANSIT CASH LETTER INSURANCE. 
insures your bank against loss, destruction, theft 
or disappearance of your cash letters in transit 
from your banks, or by correspondent banks, the 
Federal Reserve, common carriers or armored car 
companies. Includes checks on your own bank. Sole 
record-keeping required is duplicate adding-ma- 
chine tape-listing. Available at a reduced premium 
if you keep microfilm or other records but desire 
coverage against blank or destroyed film, mechan- 
ical failure, etc. Ask us about it. 


* BANKERS ALL RISK EXTRA EXPENSE IN- 
SURANCE. Actually this is a business continuation 
policy that reimburses your bank for the extra ex- 
pense incurred in continuing business at a tempo- 


rary location following damage or destruction from 
ANY cause including nuclear fission. The Scar- 
borough policy not only provides ALL RISKS cover- 
age, but also contains no limitation on the amount 
of your reimbursement during the initial month or 
months. Write for descriptive folder. 


BANKERS AND TRUSTEES ERRORS AND 
OMISSIONS INSURANCE. Indemnifies your bank 
against loss if by some inadvertent error or omis- 
sion your mortgage interest in a property is not in- 
sured. This policy also protects the interest of your 
customer if the mortgage is serviced by your bank 
and also covers non-mortgaged property held in 
trust. Coverage is exceptionally broad. A very read- 
able mail-folder describing this policy is yours for 
the asking. 


* SURCHARGE LIABILITY INSURANCE FOR 
BANKS AND TRUST COMPANIES. An important 


- new Scarborough coverage for your Trust Depart- 


ment. This policy indemnifies your bank against 
legal liability for loss arising out of actual or alleged 
negligence, error or omission on the part of your 
bank while acting as Trustee, Executor, Adminis- 
trator, Guardian, Conservator, Agent, or in any 
other personal or corporate Trust or Fiduciary 
capacity administered through your Trust Depart- 
ment. Includes settlement under out-of-court agree- 
ment, also costs and expenses. Written on a Loss 
Discovery basis. 


* CHATTEL MORTGAGE NON-FILING IN- 
SURANCE. This policy is one of the best money- 
makers your bank can buy. It substitutes insurance 
protection for the time-wasting paper work and the 
filing and release fees associated with filing or re- 
cording chattel mortgages or lien instruments. It 
covers automobiles and other personal property. 
It gives broader protection than filing as it covers 
you if you can’t repossess in another county or 
state. It’s like: filing and recording everywhere in 
the U.S.A. We originated this policy fifteen years 
ago. Banks still congratulate us for it. An interest- 
ing descriptive mail-folder is available. Write for it. 


LENDERS SINGLE INTEREST AUTOMOBILE 
INSURANCE, If the borrower fails to have insur- 
ance on his car this policy covers you. It’s a big 
time saver. Ends chasing the borrower or his insur- 
ance agent for the fire, theft and collision policy on 
the loan you just made. Protects you if the bor- 
rower’s insurance company cancels him out in mid- 
term and you didn’t know it. So many bankers 
boost this policy that we are convinced if you write 
us for the descriptive folder, you will send back the 
application blank by return mail. 


* Originated by Scarborough and/or offered only by Scarborough. 


SCARBOROUGH & COMPANY 


BANK INSURANCE 
SINCE 1919 


LENDERS SINGLE INTEREST APPLIANCE 
INSURANCE, Gives your installment lending de- 
partment across-the-board coverage against theft, 
damage or destruction on all home-appliance loans. 
Includes dealer floor plan and purchaser loans, also 
industrial equipment and farm machinery. Pays 
your bank the balance due or cost to replace. The 
premium is very low. Write for interesting, easy to 
read mail-folder on this policy. 


LENDERS DOUBLE INTEREST APPLIANCE 
INSURANCE, Identical to Single Interest Appli- 
ance Coverage, except that for a slight additional 
premium, it pays your bank the full purchase price 
instead of only the unpaid balance or replacement 
costs. This enables the dealer to resell the customer 
and, naturally, is a goodwill builder for your bank. 
Descriptive folder on request. 


* LENDERS BOAT INSURANCE, Protects your 
bank if the borrower fails to carry the marine insur- 
ance he agreed to or if the insurance is not enough 
to cover your loan. You'll find our folder describing 
this policy highly interesting since the policy is a 
model for broad coverage and enables your bank 
to enter the boat loan business with assurance of 
full protection whatever the exigency. Write for this 
folder. We'll send it by return mail. 


* LENDERS HOME IMPROVEMENT INSUR- 
ANCE, We used to think that this kind of a policy 
wasn’t needed—until bank losses started to pile up 
simply because most homes today are underin- 
sured. We developed this policy to protect your 
bank against any physical damage whatsoever to 
home improvements you finance. It pays your bank 
regardless of other insurance the borrower carries 
so it removes the gamble from your loan—which is 
as it should be. Write for the descriptive folder. 


CREDITORS GROUP LIFE INSURANCE, This is 
the policy that frees your bank from the unpopular 
act of collecting or repossessing from the dead bor- 
rower’s family or from endorsers or co-signers. Pays 
your bank the outstanding balance on installment 
loans upon death of borrower. The Scarborough 
policy is unique in the special benefits it affords 
your bank. These are outlined in our descriptive 
mail-folder. Write for it. 


CREDITORS GROUP ACCIDENT AND SICK- 
NESS INSURANCE, This popular Scarborough 
bank policy is another strong goodwill booster and 
a blessing to the borrower as well as the bank. If 
he is sick or has an accident, Scarborough sends 
you a check to cover the payments due for the 
period of his disability. A descriptive folder written 


~ for quick, easy reading will be mailed on request. 
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OF FAITH 


Life without faith would be like an empty shell. 
It is faith, and faith alone, that fills our lives 
with meaning and makes our lives 
worth living. Every noble thought we think, every 
kindly deed we do, is an act of 
faith in ourselves and in our fellow men. We 
have faith in the love of our parents, the 
affection of our children, the devotion of our 
friends. We have faith that there will be 
a tomorrow as there was a yesterday, 
that dawn will follow darkness, that gladness 
will follow pain. We have faith in 
God's goodness and mercy, in the ultimate 
purpose of life, in the immortality 
of our soul. And so, in this season of 
faith, with its joy and happiness and high 
hope for the future, we send this wish 


to all our friends everywhere... 


Merry Christmas, Happy New Year 
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Outlines stumbling blocks 


growth.” They add that monetary and 
fiscal policies are fairly effective in 
combating demand-pull inflations and 
should continue to be used for this pur- 
pose, except when their use will cause 
serious unemployment or retard eco- 
nomic growth. 

Co-authors Willard L. Thorp, direc- 
tor of the Merrill Center for Econom- 
ics and professor of economics, Am- 
herst College, and Richard E. Quandt, 
associate professor of economics, 
Princeton University, discuss the values 
and dangers of certain policies that 
can be utilized to contain price levels 
in the years ahead. The suggestions 
envelop possible difficulties created by 
structural pressures and also cover 
psychological factors. 

The 228-page book concentrates on 
the unusual events of the 1957-1958 
recession, when prices continued to rise 
despite decreases in both production and 
employment. Many of its conclusions 
are based on proceedings of a recent 
conference of leading economists at the 
Merrill Center of Economics, and new 
information assembled by the Joint 
Economic Committee of Congress. 

The balance of income against con- 
sumption and saving, and the relation- 
ship of various theories of inflation 
to production, prices, profit rates, for- 
eigi. conditions and employment, are 
analyzed from the standpoint of the in- 
dividual and what he can do to protect 
himself. 

The book is available at $5 per copy 
from the McGraw-Hill Book Com- 
pany, 330 West 42nd Street, New York 
City 36. 


° ° a 


Ford Announces New 
Insurance Service 


Ford Motor Company, which recently 
entered the automobile financing field 
through its Ford Motor Credit Com- 
pany, now has plans to compete in the 
insurance field. 


T. O. Yntema, vice-president of 


finance, pointed out that the new firm 
will provide automotive physical dam- 
age coverage in connection with the 
financing done by Ford Motor Credit 
Company. 

“The subsidiary,” he said, “will pro- 
vide an added service to dealers and 
customers. This action is in keeping 
with our policy to furnish, where fea- 
sible, services which can be most useful 
to our dealers and customers.” 


° * ¢ 


Ground Equipment Lease 
Bows at Hawaiian Airlines 


Multi-million dollar expenditures for 
new jet aircraft have strained the work- 
ing capital accounts of many of the 
major airlines, prompting them to take 
a closer look at a new ground equip- 
ment lease deal just completed be- 
tween Hawaiian Airlines, Ltd., and 
Lease Plan International Corporation, 
New York City. 

The contract covers a_ substantial 
number of panel trucks, tow tractors, 
fork lifts and other specialized ground 
equipment which will be paid for over 
the years on what amounts to a rental 
basis, according to H. L. Meckler, presi- 
dent of Lease Plan International. 

When the lease period is up, he added, 
the airline has the option of re-leasing 
the used equipment at a lower rate, pur- 
chasing it, or having it sold. 

This pioneering venture may well lead 
to millions of dollars worth of new 
business for the nation’s leasing in- 
dustry, he said. During the past seven 
years leased equipment business on the 
books has increased from $10 million 
to $100 million, and includes office ma- 
chinery and highway and commercial 
vehicles. 


° + ° 


Morgan Guaranty Seeks 
International Expansion 


Morgan Guaranty Trust Company of 
New York has requested approval of 
the banking authorities for formation 
of two subsidiary companies to operate 
in the internstional field. 

The two companies for which authori- 
zation is sought would be formed under 
Section 25 (a) of the Federal Reserve 
Act, often referred to as the Edge Act, 
said Henry C. Alexander, chairman of 
the bank. One of them, to be called 
Morgan Guaranty International Bank- 
ing Corporation, would be a banking 
company; the other, Morgan Guar- 
anty International Finance Corporation, 
would be an investment company. 

“These companies are intended as 
instruments to help us serve our cli- 
ents’ needs in the international field,” 
he continued. “They will give us added 
flexibility. Through them, we will be 
able to develop further connections with 
financial institutions abroad, giving our 
clients greater access there to the local 


funds which they frequently desire 
to obtain.” 
Approval of the Federal Reserve 


Board is required for formation of 
the two companies. Approval of the 
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35,600 Shares 
Idaho Power Company 
Common Stock 
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New York State Banking Board is re- 
quired for acquisition of their stock by 
Morgan Guaranty. 
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New York Money Market 
Subject of Fed Study 


A layman’s account of the New York 
money market and its mechanics is 
ably presented in a new booklet released 
by the Federal Reserve Bank of New 
York. 

The 104-page report points out the 
vital role of the New York City short- 
term money market to the U.S. economy 
and shows its close relationship with 
Federal Reserve efforts to promote 


economic growth and more stability. 

Written by Carl H. Madden, manager 
of the public information department, 
Federal Reserve Bank of New York, 
the booklet is divided into three parts: 
institutions; instruments; and guard- 
ian. The latter section deals with Fed- 
eral Reserve operations and its cooper- 
ation with Wall Street circles to keep 
an even cash flow. 

Supplementary charts and _ photo- 
graphs are used to great advantage to 
explain demand deposit turnover, com- 
mercial paper outstanding, and bankers 
acceptance, among other things. 

Copies of the booklet are available 
from the Publications Division, Federal 
Reserve Bank of New York, New York 
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Details short term market 


City 45, at 70 cents per copy. Educa- 
tional institutions are offered a special 
rate of 35 cents per copy. 
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Stock Market Growth 
Predicted for 1960's 


Mutual fund management groups are 
going to continue to be faced with more 
and more good buys in securities, ac- 
cording to a stock market expert. 

Sharp rise. William A. Parker, chair- 
man of the board of Incorporated In- 
vestors and, of Incorporated Income 
Fund, forecast.that because of the very 
interesting investment opportunities 
they will hold, the years ahead promise 
to be’ the “Golden Sixties.” 

He told delegates to the National Mu- 
tual Fund Dealers’ Conference in At- 
lantic City that “10 years ago anyone 
who had predicted that the Dow Jones 
average would rise from its 1949 level 
of 190 to its present level around 630 
would have had a hard time convincing 
people.” 

“Yet,” he added, “that is just what 
the index did, and I firmly believe that 
the rise the next ten years could be as 
satisfying in terms of today’s market 
conditions as the previous rise has been 
in terms of 1949 conditions.” 

World-wide gains. Mr. Parker felt the 
continuing rise in prosperity should be 
reflected throughout the free world. A 
combination of factors including the 
success of the free enterprise system in 
West Germany and the establishment 
of the European Common Market of 
167 million people could actually con- 
tribute to a faster rise in foreign econo- 
mies than in the U.S., he said. As a re- 
sult, he continued, Europe and Great 
Britain could offer an increasing num- 
ber of interesting investment opportu- 
nities. 

The problem of selectivity versus di- 
versification in purchase of a fund’s 
securities will therefore become more 
complex, Mr. Parker concluded. 
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Consumer Credit Facts 


The sharp rise in consumer credit, 
its uses, borrower charges, state legisla- 
tion and credit life insurance, are all 
given an unbiased analysis in a booklet 
just released by Western Reserve Uni- 
versity’s Bureau of Business Research. 

Entitled “Consumer Credit Facts for 
You,” the 32-page study outlines the 
many sources of consumer credit and 
provides a short histroy on each. The 
details were assembled by Professor 
Wallace P. Mors, chairman, division of 
finance, Babson Institute of Business 
Administration. 

Written from the consumer’s stand- 
point, the booklet gives an explanation 





Gives borrower’s viewpoint 


of the various terms used in the con- 
sumer finance field. Borrower attitudes 
regarding such well-established prac- 
tices as charge accounts, revolving 
charge accounts, installment sales 
credit and budget accounts, as well as 
descriptions of these services, are de- 
tailed in the report. 

The revised edition of an earlier work 
can be obtained by writing to Pam- 
phlets, Bureau of Business Research, 
Western Reserve University, Newton D. 
Baker Memorial Building, Room 120 A, 
Cleveland 6, Ohio. The booklet is priced 
at 30 cents per copy. Quantity discounts 
are available. 
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Professor Attacks Fed’s 
Tight Money Policies 


The Federal Reserve’s sacred cows 
(policies) are a set of inflexible rules 
operating to the detriment of the econ- 
omy, claims V. Lewis Bassie, director 
of the bureau of economic and business 
research, University of Illinois. 

He points out in a recent issue of the 
“Tllinois Business Review” that the axe 
should be given to part of this heedless 
herd: tight money as an anti-inflation 
measure, even though no inflation is in 
evidence; bills only, no dealing in 
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longer maturities; banks only, with 
other lending institutions unrestricted; 
no specific controls by type of credit; 
and priority of business loans. 

Mr. Bassie brands the danger of in- 
flation as largeiy a figment of the im- 
agination. He adds that the “inflation” 
we have had the last two decades has 
not been seriously harmful and has 
made the country more prosperous. 

“Furthermore,” he states, “no one 
ean show a serious threat of harmful 
inflation in the period ahead—discount- 
ing the possibility of a major war.” 

All this talk about inflation, he con- 
tinues, is really designed to bring about 
deflation. The tight money policy, he 
writes, might bring about a substantial 
decline in long-term investments and 
in general activity, while short-term 
loans for business inventories and con- 
sumer credit have not been checked. 

“Policy should aim at preventing 
short-term excesses and maintaining 
long-term investment,” Mr. Bassie con- 
cludes. “Instead it seems to be achieving 
just the opposite.” 
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Over 4.000.000 Customers 
For Investment Funds 


The National Association of Invest- 
ment Companies, both mutual funds 
and closed-end companies, now have 
more than 4,000,000 shareholder ac- 
counts. This represents a 651,000 in- 
crease for the 179 member companies, 
according to NAIC President Herbert 
R. Anderson. 

In a letter released to membership, 
along with the 1959 annual report, Mr. 
Anderson revealed that in the fiscal 
year 1958-1959 purchases of shares of 
mutual funds by investors totaled $2.2 
billion. January was the peak month 
with purchases totaling $223,516,000. 

The 20-page report summarizes ac- 
tivities in research, public information, 
federal and state developments, and 
notes that shareholder accounts have 
topped the 4,428,000 mark. The report 
also gives brief analyses of the work 
of the Association’s 14 committees. 
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Humorous Mottoes Please Customers, Spur Investment Business 4 















































Direct mail wins laughs, acts as wedge for salesmen 


Zany motto cards are being distrib- 
uted by Muir Investment Corporation, 
San Antonio, Texas, to keep customers 
and prospects smiling. The mad mottoes 
carry such off-beat inscriptions as: 
“Here’s the solution—now what’s the 
problem?” to provide an effective direct 
mail advertising program. 

Inexpensive program. Edward D. 
Muir, president of the firm, has long 
been an advocate of humorous promo- 
tions, executed in a reasonably compel- 
ling and repetitious way with a limited 
advertising budget. He believes that 
investment houses should emerge from 


the “dignified” cocoon. Hence, his un- 
orthodox advertising approach in the 
form of monthly mailings featuring the 
Let’s Have Better Mottoes Association. 
This organization doesn’t really exist 
but is used as the vehicle to put across 
the idea that businessmen are tired of 
overworked inspirational quotations. 
The motto association is unusual—no 
dues, no meetings, no committees, no 
assessments. 

Help sales. The ridiculous mottoes 
poke fun at the virtues of hard work, 
success, ambition, cooperation and effi- 
ciency. A chatty letter accompanies the 
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monthly card. No selling copy appears 
in the letter, but prospects and clients 
are mentioned by name—often with a 
lot of ribbing. They like this good- 
natured personal publicity. In fact, one 
recipient telephoned to express his 
thanks and concluded the conversation 
by ordering $40,000 worth of bonds. 

Over the months the cards, in 4- x 6- 
inch size and bearing the firm’s imprint, 
have included such maxims as: “Do it 
tomorrow—you made enough mistakes 
today”; “I like my job—it’s the work 
I hate”; “THINK—it may be a new 
experience”; and “Come in—everything 
else has gone wrong today.” 

Mr. Muir believes that in a situation 
where most competitors feature the 
Same service, price and quality, the 
business goes to the company and sales- 
man on friendliest terms with the pros- 
pect. His motto mailings create that 
friendly climate. 

Solid boosters. What response has 
been achieved by the motto association? 
Results are many and varied. For in- 
stance, prospects and clients on the list 
ask for additional letters and cards. 


They often suggest that friends be 
included. Muir Investment Corp. direct 
mail pieces sent to bankers, chamber 
of commerce officials, service club sec- 
retaries, newspapers, and radio stations 





Vice-Pres. D. F. Anderson and Mr. Muir 


Discussing new slogans 


result in much word-of-mouth adver- 
tising, as well as the display of the 
Muir name on walls and desks. 

The firm’s motto campaign is per- 
forming above normal expectations, and 
in an inexpensive manner. True, actual 
new business in the financial world 
cannot usually be traced to any one 
source, but Muir is well satisfied with 
his increase in business, attributing 
much of it to his monthly motto. The 
campaign is trade-marked and copy- 
righted, and Mr. Muir is working closely 
with a Cleveland advertising executive 
who originated the unusual program. 
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COUNTER EQUIPMENT 
AS MODERN AS THE 
BUILDING ITSELF 


For the equipment of a new banking building or the re- 
modeling of an old one, Herring-Hall-Marvin has developed a 
remarkably flexible system for creating custom-designed bank 
counters at production prices. The elements include pedestal 
units with various combinations of doors and drawers, 
machine well units, return counters and back counters. 

All units are of heavy-gauge furniture steel, in a choice 
of seven decorator colors. In addition to the almost endless 
variety of under-counter layouts possible with Herring-Hall- 
Marvin standard dimension all-steel units, you have the ad- 
vantage of being able to add to, or rearrange, at minimum 
expense, these self-contained units to meet changing needs. 





The counter installation in the new Olympic State Bank, 
Chicago Heights, Ill., pictured here, combines Herring-Hall- 
Marvin standard under-counter units with specially designed 
counter return units. Catalog showing the comprehensive 
Herring-Hall-Marvin line of under-counter equipment is avail- 
able on request. 

Other Herring-Hall-Marvin equipment installed in this ultra- 
modern bank includes: push-button controlled 7” Five Star 
Constellation vault entrance, vault ventilator, safe deposit 
boxes, alarm system, two Five Star Constellation drive-up 
windows with exclusive drop-front all-weather depository 
drawer, fire-resistive record vault door and night depository. 


HERRING-HALL-MARVIN SAFE COMPANY famiton ono 


It doesn’t seem likely. Yet if you asked the people 
who really know him — you’d discover that this 
California prospector is a man of high reputation 
and considerable wealth. He has a substantial 
savings account. An assortment of “blue chip” 
securities. And just down the canyon—a small but 
prosperous quicksilver mine. 


Providing credit information in depth is just 


one of the many services offered by Bank of 
America, the bank that knows California. What- 


One Account Covers All California 


ever your correspondent requirements — portfolio 
analysis from our headquarters in San Francisco, 
last minute market reports from the leading trade 
centers of the world, or direct routing of transit 


items on cities in any part of the state — Bank of 
America can assist you. 


For complete correspondent service, write, wire 
or call: Corporation and Bank Relations Depart- 
ment, 300 Montgomery Street, San Francisco. Or 
660 South Spring Street, Los Angeles. 


BANK OF AMERICA 


NATIONAL TRUST AND SAVINGS ASSOCIATION 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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F.P.R.A. Convention 


First-time visitors to the Financial 
Public Relations Association convention 
were deeply impressed by the delegates’ 
penchant for work at the 44th annual 
meeting which was held from November 
1 to 5. The setting for the convention, 
the Americana Hotel in Bal Harbour, 
Florida, was conducive to just about 
everything but work. Still, the dele- 
gates, meeting in the heart of one of 
the country’s most fabulous playlands, 
attended meetings, listened to speeches, 
and asked questions from 9:00 a.m. to 
sometimes well past 9:00 p.m. each day 
the convention was in session. 

Because of the nature of the organ- 
ization, the emphasis at any F.P.R.A. 
meeting is on building business through 
public relations, and this year’s annual 
convention was no exception. Briefly 
stated, one of a financial institution’s 
most pressing problems is how to get 
along better with its community, its 
public, and its customers. The problem 
assumes many forms—trust develop- 
ment, officer calls, advertising, install- 
ment credit. You name it and the public 
relations problem is sure to pop up. 

The annual convention serves as a 
sounding board for the numerous sub- 
jects which are part of the financial 
world’s everyday life. Because there are 
so many subjects to be covered, the 
convention is split into simultaneous 
departmental and clinical meetings so 
that the delegate is free to attend the 
meeting which will prove of most benefit 
to him and his bank. Newsmen covering 
the convention often remark that trying 
to do a complete reporting job is akin 
to trying to watch about six television 
sets at the same time. 

Human rélations. Each day’s session 
started at 9:00 a.m. with the School 
of Human Relations which was con- 
ducted by Dr. A. C. Van Dusen, vice- 
chancellor of the University of Pitts- 
burgh, Pennsylvania. On Monday and 





From left: Messrs. Anderson, Bachle, Sass, Gearhart, and Crouch. 


Busy year shapes up for association’s capable new officers 


Tuesday, the school was followed by 
general sessions. At the first, E. T. 
Hetzler, outgoing president, gave his 
annual report. Mr. Hetzler is vice- 
president of the Bankers Trust Com- 
pany, New York City. He was followed 
on the platform by John W. Remington, 
newly-elected president of the Amer- 
ican Bankers Association, and president 
of the Lincoln Rochester Trust Com- 
pany, Rochester, New York. Mr. 
Remington keynoted the convention and 
pointed out how public relations is 
management’s job. He cited his own 
bank’s experience in officer training 
and stockholders’ meetings as examples 
of how a bank can improve its corporate 
image in the community. 

New officers were elected at the sec- 
ond general session. They are: Presi- 
dent, Reed Sass, who is also vice- 
president of the Fort Worth (Texas) 
National Bank; first vice-president, 
Jordan J. Crouch, vice-president of the 
First National Bank of Reno, Nevada; 
second vice-president, John P. Ander- 


son, vice-president of the First Na- 
tional Bank of Passaic County, Pater- 
son, New Jersey; third vice-president, 
Ernest G. Gearhart, Jr., vice-president 
of the First National Bank of Miami, 
Florida; treasurer, Robert A. Bachle, 
vice-president of the National Boule- 
vard Bank, Chicago, Illinois. 

The convention was split into six 
departmentals and 14 clinics. The 
departmental sessions were conducted 
simultaneously during the first two 
days of the convention, and the clinics 
were conducted in the same manner 
during the last two days. In addition, 
a bonus clinic was conducted on Tues- 
day evening for the benefit of delegates 
who had questions that were not 
answered at one of the numerous other 
sessions. Following are excerpts from 
some of the sessions held at the con- 
vention: 

Officer calls. William R. Kennedy, 
executive vice-president of the Union 
Market National Bank, Watertown, 
Massachusetts, pointed out that an 


Convention delegates jam grand ballroom to capacity during general business session 
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officer call program must have realistic 
objectives. He listed three. 1. To estab- 
lish and strengthen more personal cus- 
tomer relations. 2. To develop additional 
profitable business. 3. To determine the 
customer’s appraisal of bank policies 
and services. 

Mr. Kennedy recommended that banks 
use only officers who come in contact 
with the public daily, preferably loan 
and platform officers. He added that 
the whole program should have not only 
the backing of top management but also 
its active participation. The number 
of calls should be limited to about eight 
per officer per month. 

Initially he said, officers should be 
allowed to choose their own customer 
calls. The value of this policy is that 
the officer will feel much better about 
approaching a customer of his own 
choice and thus will be able to do a 
better selling job. All participants in 
the program should be provided with 
a sales kit or call manual. This gives 
the officer an opportunity to do his 
selling job in an orderly manner. Com- 
plete reports should be made after each 
call because they are a valuable source 
of information when subsequent calls 
are made on the same customer. 

Speaking on the same subject, Frank 
R. Swan, executive vice-president of 
the City National Bank and Trust 
Company, Oklahoma City, Oklahoma, 
suggested that banks should establish 
a working committee on business devel- 


opment for the purpose of hearing 
reports on completed calls and assign- 
ing new ones. Mr. Swan emphasized 
that banks should not overlook small 
accounts. There is no way of knowing 
when a small account will become a 
large one, and customer courtesy in the 
early stages of an account’s develop- 
ment can prove invaluable later on. 

Trust accounts. Sources of new and 
additional trust business were explored 
by Burns W. Swenson, vice-president 
of the Northwest National Bank, 
Minneapolis, Minnesota. Mr. Swenson 
stressed that a bank’s trust department 
already has a number of ready-made 
prospects and suggested ways of selling 
them more services. He advised his 
listeners to use their tax departments 
to uncover new sources of investible 
funds. Investment men can suggest new 
investment ideas directly to customers. 
The department should also strive to 
transfer a customer’s income to his 
principal in cases where the income is 
not needed. He also suggested that 
banks consider the idea of assisting in 
the sale of businesses. 

Commercial development. Selling the 
bank and its services through direct 
mail was the topic of Dutton Hayward, 
vice-president of the Puget Sound Na- 
tional Bank, Tacoma, Washington. In 
exploring the subject of gadgets for 
use with direct mail, he said that they 
can have tremendous impact if they 
are used correctly. If the gadget ties 
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NEW YORK: Two Wall St. 


ANADIAN 


Patent, Copyright 
and Trademark... 


regulations are outlined in ‘Your Guide to Busi- 
ness in Canada,” 
American executives by Canada’s First Bank. 
Many other essential subjects, including Canadian 
taxes and company formation, are discussed. 


This booklet is one of a number of B of M publi- 
cations which may help you render broader ser- 
vice to your Canadian-minded customers. For a 
free copy write on your bank letterhead to our 
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Walton B. Moore, City Bank, Detroit 


Check credit discussed in detail 


in directly by illustrating the main sales 
point of the letter, it is proper to use 
one. However, if the gadget is so intrig- 
uing that it creates more interest than 
your sales letter it is better not to use 
it because they detract from your sales 
message. 

Mr. Hayward said that direct mail 
is a class medium that can be directed 
to a specific audience and will serve 
three purposes. 1. It promotes bank 
services among present customers. 2. 
It can campaign for new customers. 
3. It can help the bank find out if cus- 
tomers are dissatisfied through the use 
of a confidential questionnaire. 

Other services. On the subject of sell- 
ing other services, W. W. Cook, presi- 
dent of the Beatrice National Bank, 
Beatrice, Nebraska, pointed out how 
bank personnel can take advantage of 
one transaction with a customer to sell 
an additional service. For example, he 
said that customers who complain about 
parking should be told of the advan- 
tages of banking by mail. When a cus- 
tomer makes a large savings with- 
drawal, the teller should ask if it 
wouldn’t be better to make an install- 
ment loan. When a large check is 
cashed, the employee should ask the 
customer to open an account. A person 
buying money orders should be told of 
the advantages of a checking account. 
And if a customer complains about 
service charges, he should be sold a 
no minimum account. 

Employee incentive programs for 
obtaining new business were discussed 
by Marchant D. Wornom, vice presi- 
dent of the First & Merchants National 
Bank, Richmond, Virginia. He sum- 
marized the four most commonly used 
incentive sales plans in banks today— 
merchandise, cash commission, special 
awards, and personal recognition. Point- 
ing out that each had its disadvantages, 
Mr. Wornom showed the success his 
bank had with a program that com- 
bined cash awards with personal recog- 
nition. Such a plan, he said, has the 
advantage of appealing to the whole 
staff, is low in administrative cost, and 
is capable of sustaining the employee’s 
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Officer call sessions drew crowds of interested delegates 


interest over a long period of time. 
Correspondent banking was the sub- 
ject of a talk by R. Kirby Whyte, vice- 
president of the Indiana National Bank, 
Indianapolis. The secret to this branch 
of banking he said is to give your 
correspondents ideas that will improve 
their own business. “When Indiana 
National brings out any new service,” 
he added, “we immediately tell our 
correspondents so that they can use it 
or adapt it to their particular needs.” 
New ideas. Some of the more recent 
innovations which the bank has offered 


are: A _ ready-credit plan; a _ pooled 
pension plan; a special check plan; and 
a college education plan. The bank also 
gives advice on investments, and pro- 
vides safe-keeping and coupon clipping. 

In the matter of loan participation, 
Indiana National will not make a loan 
in a correspondent’s area if the corre- 
spondent bank can handle it. Neither 
will the bank participate in a loan dis- 
cussion unless it is invited to do so by 
the correspondent concerned. Mr. Whyte 
eoncluded by urging his listeners to 
treat their correspondent banks as red 





carpet customers and help them when 
they need help. 

The advent of automation in banking 
opens up a fertile field for selling new 
customer services, aceording to L. J. 
Smotherman, assistant vice-president at 
the First Wisconsin National Bank, 
Milwaukee. ‘““‘We must apply our imag- 
ination to the application of this newest 
trend in banking and come up with 
new ideas, new-areas and uses in cus- 
tomer service,” he said: 

He listed several extra services com- 
ing out of automation which are being 
offered by banks both large and small. 
They are: 1. Automatic reconciliation 
of checking accounts with volume 
activity. 2. Processing receivables from 
department stores, utilities, and other 
accounts with large weekly or monthly 
billings. 3. For smaller merchants, banks 
are handling billings and collections 
through charge account plans. 4. Multi- 
savings clubs are becoming more prac- 
tical through the automatic process of 
regular accounting procedures. 5. Con- 
sumer credit has had a shot in the arm 
because billings, payments, and records 
are being handled automatically. 


¢ 5 5 


Cireular Banking 


One of the most unusual bank build- 
ings in the country was recently opened 
by the American Trust Company, San 
Francisco, California. Called the Crown 
Zellerbach office, the new branch is lo- 





Through our own offices in all 3 states, you can 
reach immediately into California, Oregon and 
Washington, covering all your Western trans- 


actions with one account in this one bank. 


SAN FRANCISCO and other California cities...PORTLAND, Oregon... SEATTLE and 
TACOMA, Washington * HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 


18 








THE BANK OF 
CALIFOR 


NIA 


ae | oe 


Member Federal 
Deposit Insurance 
Corporation 


Burroughs Clearing House 














ise 














~s i= =< 


a 


& 


= a 


Attractively decorated lobby is designed for fast, efficient customer service 


Low teller counters, open officer area improve friendly atmosphere 


cated in downtown San Francisco. The 
building is designed as a perfect circle 
which is 70 feet in diameter. It is one of 
the few banks in the country featuring 
a circular design. 

Its walls are completely constructed 
of plate glass and it has an accordion- 
pleated roof which is sheathed in cop- 
per. Forming a background for the new 
branch is the 20-story Crown Zeller- 
bach building which will be opened later 
this year. 

The interior of the branch is designed 
to keep to a minimum the barriers be- 
tween the bank’s staff and the custom- 
ers. The lobby contains 12 teller win- 
dows which measure only three feet, 
nine inches at their highest point. Di- 
rectly across from this area is the of- 
ficers’ platform and modern check writ- 
ing desks. 

Other interior appointments include 
ceiling-to-floor draperies and lighting 
which comes from 110 custom made fix- 
tures. A circular stairway leads from 
the main lobby to the branch’s safety 
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deposit vault and conference rooms. 
Also located on the lower floor are the 
bank’s employee lounge and lunch room 
and the main vault. 
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Business Building Plans 


Two New York City banks, Manu- 
facturers Trust Company, and First 
National City Bank of New York, are 
currently conducting new business build- 
ing campaigns among their employees. 

The current contest at the First 
National City, called the Parade of 
Champions, is the third which the bank 
has conducted. 

The campaign is based on an em- 
ployee incentive program and awards 
are in the form of merchandise with 
special bonus prizes, including an extra 
week’s vacation. The bank’s employees 
are divided into three teams: blue, gold, 
and white, depending on how often 
they come in contact with the public. 
Prizes are awarded on a point system, 
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FABULOUS PRIZES IN STORE FOR EVERY CITIBANKER 
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“KNOW YOUR BANK BETTER” 


A Business Development Program of 


Manufacturers Trust Company 


New York 
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Manufacturers Trust program involves employees who come in contact with public 


Two large New York City banks use staffs to promote business 


with the size and type of service sold 
determining the number of points an 
employee earns. Likewise, employees 
who come in contact with the public 
the least are given more points for the 
services they sell. 

Prize catalogue. The bank has pro- 
moted the campaign by sending a prize 
catalogue to each employee’s home. In 
addition, the program receives a prom- 
inent display in the bank’s house organ, 
“Number 8,” and late news develop- 
ments regarding contest winners, team 
status, etc., are contained in a special 
publication called the “Goal Post.” 

Manufacturers Trust started its pro- 
gram in October and it is a long-range 
effort which involves the participation 
of all staff members who contact the 
public. Bradford A. Warner, vice-presi- 
dent in charge of business development, 
is heading the project. 

Monthly meetings. 


The program, 


called Know Your Bank Better, involves 
monthly meetings at each of the bank’s 
branches where various services avail- 
able to the public will be emphasized. 
The officer in charge conducts these 
sessions with the aid of a discussion 
leader’s manual. In addition, the em- 
ployees are given a sales manual, “A 
Sales Trip Through M.T. Co.” The 
manual has been written around two 
cartoon characters, Penny and Denny. 
Each month, the manual takes the 
employees on a “trip” through one 
department of the bank. 
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Trust Conference 

Leaders from banking, industry, in- 
vestments, and education convened in 
Detroit, Michigan, from November 4 to 
6 for the 28th Mid-Continent Trust Con- 
ference of the American Bankers Asso- 


Burroughs Clearing House 














rT Ss oMrTa nm 


1e 


1e 
1€ 





ciation. It was the first. time the 
conference had ever been held in the 
Motor City, and trustmen from 19 states 
attended. 

In a departure from previous trust 
sessions, this year’s Mid-Continent Con- 
ference was divided into separate 
forums dealing with the automotive, 
chemical, oil, steel, drug, and utility 
fields. At each forum_a ranking execu- 


tive fromthe particular field being dis-_| 


cussed, along with an ‘investment 
executive from the same field, pre- 
sented their views. A question and an- 
swer period followed for the benefit of 
those attending. 

One of the best attended of these 
sessions was the forum on the automo- 
tive industry. Byron J. Nichols, vice- 
president, Chrysler Corporation, Detroit, 
represented industry on the panel, and 
his remarks were supplemented by Mal- 
colm Brown, of the R. W. Pressprich & 
Co., a New York City investment firm. 

Seven million cars. Mr. Nichol’s sub- 
ject concerned the outlook for the 
automotive industry in 1960 and the 
years ahead. He pointed out that the 
steel strike and the corresponding short- 
ages have pushed a lot of automobile 
sales over into 1960. Once the supply 
pipelines are filled, however, it is likely 
that increased customer demand for 
cars will push sales next year very close 
to the 7-million-car mark, he said. 

Perhaps the most interesting obser- 
vation on Mr. Nichol’s part was the 
hint that Chrysler may soon join Ford 
and General Motors by establishing its 
own auto financing agency. “Because of 
the increasing importance of financing,” 
he said, “we are exploring the problems 
of entering the finance business if it 
becomes necessary to do so.” 

Mr. Nichols stressed the fact that 
banks and other financial institutions 
have made a major contribution to the 
auto industry through the development 
of large scale automobile financing. But 
he added that studies at Chrysler have 
shown a number of problems in auto- 
motive financing both at wholesale and 
retail level. “Some of these problems are 
currently accentuated by the increase 


Addresses trustmen in Detroit 


Byron J. Nichols, Chrysler Corporation 
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Only “Thermo-Fax” Copying Machines do so many 
Jobs...so quickly, so easily, for such low cost ! 


Looking for the efficient way to speed copying in your bank? 
Call on ‘“Thermo-Fax’’ Copying Machines. Copy a banking paper 
or form in just 4 seconds— by the only completely electric, completely 
dry, completely clean copying process. Save typing time, avoid 
transcribing errors. Mail the coupon below for complete information. 


VERSATILE 


Use the ‘“Thermo-Fax’’ Copy- 
ing Machine whenever you 
need fast, accurate copies of 
reports, referrals, notices, in- 
structions, correspondence. 
Call your local dealer now for 
a demonstration. 
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Dearborn office features four drive-in windows, big parking lot 


Money tree mural, behind counter, adds to branch’s decor 


Manufacturers National Bank occupies modern, new branch office in Detroit suburb 


in the cost of money and the general 
consequences of tight money condi- 
tions,” he said. 

Continuing study. “These matters are 
under continuing study. We are not 
committed to entering the finance busi- 
ness. But in view of such things as the 
strategy of our major competitors and 
prospective money conditions—we must, 
despite tradition, maintain our flexi- 
bility. We must explore every possi- 
bility—in financing as well as in other 
areas—that could strengthen our com- 
petitive position.” 

Other prominent speakers at the con- 
ference included George Romney, presi- 
dent of American Motors Corporation, 
Detroit, and John W. Remington, newly- 
elected president of the A.B.A. and pres- 
ident of the Lincoln Rochester Trust 
Company, Rochester, New York. 


° ° ° 


Christmas Club Savings 
Again Pass SI Billion 


Christmas Club A Corporation, New 
York City, reports that total accumula- 
tion of money in Christmas Clubs across 
the country this year is $1,405,000,000 
which will be distributed to over 13 
million members. Edward F. Dorset, 
president of the company, said that ap- 
proximately 8,000 banks and savings 
institutions have participated in this 
year’s program. 

According to Mr. Dorset, this is the 
8th consecutive year that disbursements 
have exceeded the billion dollar mark. 
The accumulation this year is 3 per 
cent higher than it was in 1958, he 
said. The average check amounts to 
$108 per member. 

Altogether, 205 Christmas Clubs had 
savings of over $1 million each. New 
York led the list of states with the most 
members; Pennsylvania was _ second; 
New Jersey, third; then California. 
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*“Money Tree’? Featured 
in New Branch Bank 

The newest branch of the Manufac- 
turers National Bank, Detroit, Mich- 
igan, was opened in the nearby suburb 
of Dearborn last month. Called the 
Michigan Avenue-The American Road 
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Office, the branch is located just east 
of the Ford Motor Company’s main 
administrative office building. 

One of the most outstanding features 
of the bank’s interior design is a 
“money tree” mural which is on the 
wall directly behind the tellers’ win- 
dows. The abstract, contemporary mural 
is made of lacquered steel, aluminum, 
and plastic. It is 22 feet long and seven 
feet high. Seventeen lucite discs, filled 
with hundreds of dollars in coins of the 
United States and foreign countries are 
suspended from the tree’s branches, 
along with aluminum designs that re- 
flect the light and colors of the interior. 

Other interior features include tell- 
ers’ windows with package shelves for 
customer convenience, a customer 
lounge area, and modern walnut fur- 
nishings. The floor is composed of grey 
terrazzo and charcoal carpeting is also 
used as a covering. 

The office has 10,700 square feet of 
space and the exterior features liberal 
use of glass, aluminum, and stainless 
steel. The new branch also has four 
drive-up windows, a 177-car parking 
lot, safe deposit facilities, and all other 
bank and trust services. 


° ° ° 


Bank of America Holds 
Overseas Conference 


Bank of America recently held its 
first worldwide management conference 
in San Francisco, which drew an at- 
tendance of more than 800 branch man- 


Foreign office specialists attend 


agers and senior administrative officers. 

The two-day conference brought to- 
gether the bank’s senior officers and 
branch managers from offices in the Ori- 
ent, Mid-East, Europe and North and 
South America. The scope of the bank’s 
activities throughout the free world 
and the contribution its officers may 
make to further economic growth for 
foreign nations were emphasized. 

National leaders from business, in- 
dustry and government addressed the 
meeting, including Eric A. Johnston, 
president, Motion Picture Association 
of America, Inc.; Lawrence A. Appley, 
president, American Management As- 
sociation; and Ray M. Gidney, Comp- 
troller of the Currency, U.S. Treasury 
Department. Participants from _ the 
bank’s senior administration included 
President S. Clark Beise; Chairman 
of the Board Jesse Tapp; and Claire 
Giannini Hoffman, director of the bank 
and daughter of its founder. 

Since the close of World War II 
Bank of America has intensified its 
overseas activities and today has 
branches and offices in 20 countries. 


° ° 4 


NABAC Publishes 
Two New Manuals 

NABAC, the Association for Bank 
Audit, Control, and Operation, has just 
published two manuals which will prove 
of value to operations officers and senior 


bank management. 
Called “Profit Planning and Control,” 


worldwide management meeting 
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Corn yields something for everybody 


...and commercial banks help finance its many uses 


Whether you wander the uplands 
in autumn or stay close to city 
streets, you can count as many 
blessings from corn as an eating 
ear has kernels. 

Breakfast food to jet plane fuel, 
corn in its natural state, and corn- 
plus-chemistry create a fuller life 
for you. 

And commercial banks do their 
part to make it so. 
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Loans from banks help farmers 
seed, tend and harvest corn. Loans 
help private companies process 
each season’s yield into food and 
grain . . . by-products and syn- 
thetics. And frequently it’s a bank 
loan that puts up the cash for ma- 
chinery that transforms common 
corn into golden new products. 

As the leading lender to business 
and industry, The Chase Man- 


hattan Bank of New York is proud 
of commercial banking’s contribu- 
tion to agricultural and industrial 
progress. 


THE 
CHASE 
MANHATTAN 
BANK 


CHARTERED IN 1799 
Member Federal Deposit Insurance Corporation 
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the first manual points the way to 
greater profits through a consolidation 
and integration of all divisional and 
departmental plans. It promotes or- 
ganizational, rather than divisional, 
thinking and creates a favorable cli- 
mate for staff coordination. 

The manual describes an investment 
policy that states appropriate classifica- 
tions for investible funds and assets, 
and specifies the percentages of each 
portion of these available funds that 
should be invested in each classification 
of assets. “This involves a reconcilia- 
tion of two contradictory factors: the 
desire for high earnings and the desire 
for a high degree of liquidity,” the 
NABAC manual. points out. 


The second manual is the third in a 
series of “Know Your Job” books for 
individual bookkeepers. The manual 
deals with the Single Posting Postlist 
System. HK provides specific procedures 
to help a bookkeeper to operate more 
efficiently in all phases of the work, 
such as sorting, posting and balancing, 
and error correction. 

Copies of the two manuals have al- 
ready been sent to NABAC members. 
Additional copies may be obtained from 
NABAC’s headquarters, 38 South Dear- 
born Street, Chicago, Illinois. Profit 
Planning and Control is $3 to members, 
and $6 to non-members. The price of 
Know Your Job has been set at 75c 
to members, and $1.50 to non-members. 
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Dage TV installations for Drive-in Windows 
and Data Transfer at Liberty Saving & 
Loan, Chicago, Illinois. Drive-in windows 
designed and engineered by Chicago Bank 
Building & Engineering Co., Chicago, Ill. 

















Dage Television Systems bring a new concept of efficiency and customer service to 
modern banking. With the installation of Dage TV cameras at a central bookkeep- 
ing department, data is sped to monitors in main bank offices or at branches. It’s 
unnecessary to maintain duplicate files of signature cards, statements, loan informa- 
tion or similar data. Customer service becomes quicker and more 
mos efficient . . . bookkeeping less costly. 
For the operation of drive-in windows, Dage Television sys- 
mad tems are combined with pneumatic carriers. Tellers, at own 
desks, have “face-to-face” contact with customers, yet can 
perform other work during inactive periods—time is fully utilized. 
Dage TV solves many of banking’s communication and 
security problems. Write today for complete information. 
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Dage Model 70-A 
Vidicon TV Camera 


DAGE 


DAGE TELEVISION DIVISION 
Thompson Ramo Wooldridge Inc. 


2212 West 10th Street, Michigan City, Indiana 








Anniversaries 


Open houses, displays, contests, and 
special newspaper sections were used 
by various financial institutions across 
the country to mark their anniversaries 
this year. 

150th. One of the oldest banks-in the 
country, the National Bank of Wash- 
ington, D.C., observed its 150th anni- 
versary. Reproductions of a resolution 
by the bank’s board the day following 
the assassination of President Abraham 
Lincoln were presented to three Lincoln 
historical groups. The resolution read 





WALKER BANK & TRUST CO. 





Brochure gives bank history 


in part: “We have heard with profound 
regret of the death of President Lincoln 
by the hand of an assassin last evening, 
and while we regard this murder as dis- 
graceful to civilization, and shocking 
under all circumstances, we deplore the 
loss of the President at this most criti- 
cal time in our political history.” 

125th. Three banks celebrated their 
125th anniversary. The Bowery Savings 
Bank, New York City, published an ad 
as part of its celebration. Entitled “125 
Reasons for Saving at The Bowery,” 
the ad listed the dividends the bank 
has paid its depositors from 1835 to the 
present time. Total dividends since the 
bank’s founding amounted to $724,981,- 
281. 

The Princeton (New Jersey) State 
Bank & Trust Company observed its 
125th anniversary with an open house at 
its main banking office. The lobby con- 
tained a display of Princeton’s develop- 
ment over the past 125 years. The State 
Bank is the 12th oldest in New Jersey. 

A commemorative booklet was pub- 
lished by the South Carolina National 
Bank, Charleston, to mark its 125th 
anniversary. The attractive booklet con- 
tains a history of the bank, a record 
of its branch offices, pictures of person- 
nel, and a spread on the bank’s new 
main office building. 

100th. The New York City Depart- 
ment of Commerce presented a citation 
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to the Queen’s County Savings Bank on 
the occasion of its 100th anniversary. 
The citation read in part that the bank 
“has served its depositors while helping 
the residents of Queens County build 
homes, schools, and churches, maintain 
financial stability, practice thrift and 
good budget management, and inculcate 
each succeeding generation with these 
valuable principles.” 

A brochure commemorating its 100th 
anniversary was published by the 
Walker Bank & Trust Company, Salt 
Lake City, Utah. The booklet not only 
traces the history of the bank, but also 
gives an interesting picture of the de- 
velopment of the Salt Lake City area 
from 1859 to the present time. 

75th. The Salisbury (Maryland) Na- 
tional Bank is celebrating its 75th anni- 
versary this year. The bank used a 12- 
page section of the local newspaper to 
trace the history of its institution. In 
addition, an open house was scheduled 
and prizes were awarded to those at- 
tending. 

50th. Some 4,500 people attended an 
open house at the DeKalb (Illinois) 
Trust and Savings Bank to help the 
bank celebrate its 50th anniversary. The 
bank has been operating continuously 
under the same charter at the same lo- 
cation without consolidation, merger, 
or re-organization since it opened for 
business. 

Special tours, souvenir gifts, and re- 
freshments were part of the open house 
at the Illinois State Bank of Quincy as 
part of its 50th anniversary celebration. 
Highlight of the celebration was the 
presentation of a gold watch to H. J. 
Butzkueben, cashier, who observed his 
50th anniversary at the bank on the 
same day. 

A short history of the Farmers State 
Bank, Woods Cross, Utah, was published 
on the occasion of the bank’s 50th anni- 
versary. From a humble beginning, the 
bank has grown to where it has assets 
in excess of $6 million. 

More than~100 examples of Norwe- 
gian tapestries and folk art objects were 
displayed by the Bay Ridge Savings 
Bank, Brooklyn, New York, during its 
50th anniversary celebration. The ob- 
jects on display were made during the 
16th, 17, and 18th centuries. The ex- 
hibit was made possible through the 
cooperation of the Norwegian govern- 
ment and the objects were on display at 
the Brooklyn Museum. 

25th. The First Federal Savings and 
Loan Association of Hot Springs, Ar- 
kansas, celebrated its 25th anniversary 
by publishing an attractive booklet on 
the history of the association. 


° * ° 


Cheeck-Credit Review 


The Federal Reserve Bank of Phila- 
delphia, Pennsylvania, recently reviewed 
the current trends in revolving check 
credit in its publication, “Business 
Review.” The article gives a brief his- 
tory and explanation of check credit 
and points out that, although this type 
of credit is not new, it did not become 
prominent until the latter part of 1958. 

One reason cited for the sudden 
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An Important New Publication 
For Bank Executives 


It’s timely, authoritative, explicit—and yours for the asking, 
without charge or obligation. 


Written by Lester A. Pratt, C.P.A., noted specialist in bank 
fraud investigations, the booklet outlines essential procedures 
for minimizing a bank’s exposures to embezzlement and 
other prevalent causes of loss. A comprehensive check list 
of proved safeguards also is included. 


For your free copy of this important new publication, write 
on your official letterhead today to 


Public Relations Division 


| Fiupeuiry ano Deprosrr 


| COMPANY 
Baltimore 3, Md. 
World’s Leading Underwriter of Blanket Bond Protection for Banks 
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Consumer credit continues rise 


popularity of the plan was the reces- 
sion, coupled with a decline in consumer 
credit outstanding, and the excess capac- 
ity in bank loan departments. Competi- 
tion also added to the trend. Banks 
that didn’t have a plan found that 
they were losing business to the institu- 
tions that did. Thus, additional plans 
were started in order to retain existing 
customers, the report adds. 

As the plans have grown, opinions 
regarding their effectiveness have like- 
wise multiplied and they are almost 
equally divided between the pros and 
the cons. Bankers who like check credit 
claim that it will bring them new cus- 
tomers for many of their other regular 
services. They believe that most people 
tend to do all of their banking at the 
same institution. 

First bank, The plans are also cited 
as an effective competitive weapon 
particularly for the first bank in the 
community to announce check credit. 
It gives the first bank an edge over 
other institutions and helps win cus- 
tomers away from competitors, namely 
small loan and finance companies. In 
addition, those in favor of the plan say 
that in the long run it will show sub- 
stantial profits. They claim there is 
only one application for a loan, which 
is a substantial saving because 60 to 80 
per cent of a bank’s consumer borrowers 
are repeats according to the study. 

Critics point out that costs may be 
higher than most people think. First 
of all, the initial credit investigation 
has to be very thorough, and therefore, 
very expensive. Secondly, it takes a lot 
of advertising to introduce the plan and 
to keep it going. Checks have to be 
processed, interest computed, and state- 
ments prepared and mailed out. In 
addition, losses and collection expenses 
could conceivably become very high. 

In regard to the latter point, bankers 
point out that there is a high element 
of risk in this type of lending. There 
is no way of telling when a borrower’s 
circumstances change. He could lose his 
job or incur all kinds of additional 
expenses, and still be able to use his 
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original line of credit. The bank never 
knows why a customer is borrowing 
under revolving credit. He could use 
the money for unnecessary things and 
could even borrow from his account to 
make a regular payment before it is 
discovered that he is in trouble. 

Too easy. The most vehement objec- 
tion that was raised, however, was that 
check credit simply made borrowing too 
easy to get into debt and stay in debt. 
It also encourages people to fritter 
away their earnings on non-essential 
frills and luxuries and leaves them 
nothing for emergencies such as a 
lengthy and expensive illness. 

The article points out that because 
revolving check credit is relatively new, 
its overall impact on the economy is still 
small. Compared to other types of con- 
sumer credit, the amount outstanding is 
negligible. But, if the trend continues to 
grow, there are some interesting pos- 
sibilities that could result. For example, 
people could be tempted to spend more 
of their incomes on things for which 
check credit is particularly suited— 
appliances, or vacations, services, and 
other non-durables. 

Moot question. The question of 
whether check credit is inflationary is 
open to discussion and is contingent 
upon at least three factors. First, it 
depends on the total amount in use. 
At the present time, the amount is 
negligible compared to other types of 
consumer credit, but it could get much 
larger. Secondly, there is a question of 
whether check credit adds to the total 
amount of consumer credit outstanding 
or is used as a substitute for other 
types of credit, such as consumer loans. 
Third, the timing of its use is impor- 
tant. If it bunches up in boom times, 
it could be inflationary. On the other 
hand, if it is used more in slack times, 
it could tend to increase production 
rather than prices. 

The article concludes that revolving 
credit appears to be headed for a per- 
manent place in the overall framework 
of consumer credit, but that it will 
probably be a _ top-of-the-line service 
which is reserved for the best types of 
credit risks. As such, it will probably 
be used to supplement other types of 
credit rather than replace those that 
now exist. At the same time, there will 
always be cases where it will be nec- 
essary to discipline the borrower. 
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Children’s Saving Club 


The Bank of Virginia, Roanoke, is 
being used as a test area for a new 
savings club for children. Called the 
Thrifty Christy Savings Club, the plan 
features a stamp safe which is set up 
in the lobby. 

When nickles, dimes, or quarters are 
dropped into the safe, the child receives 
the equivalent in five-cent savings 
stamps. In addition, he also hears a re- 
corded message from “Christy” on the 
many advantages to be realized from 
saving money. 

The stamps are pasted in a special 
book which is provided for club mem- 





bers. The book holds $5 worth of stamps, 
and when full, it may be cashed in or 
used to open a savings account at the 


bank. No time element is involved in 
the club. 
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Anti-Inflation Group 
Publishes Booklet 


The American Bankers Association’s 
Committee for Economic Growth with- 
out Inflation has published its first 
booklet in its efforts toward better un- 
derstanding of economic problems. The 
booklet, “A Banker Discusses Inflation, 
Credit Control, and Interest Rates,” is 
in question and answer form. 

It refutes the belief that bankers 
cause and profit by tight money, and 
points out that tight money develops 
when borrowers are bidding for more 
credit than savers are supplying. The 
booklet emphasizes that the chief re- 
sponsibility for tight money rests with 
borrowers whose combined demands for 
credit at times exceed the amount that 
banks and others have available to lend 
to them. 

On the subject of profits, it empha- 
phasizes that the rate of profit at banks 
has remained stable over the past dec- 
ade. “It is interesting to note,” the 
booklet says, “that there was no jump 
in bank profits in 1953 or 1957 when 
interest rates hit new peaks for this 
period. In fact, the three best years 
were 1946, 1954, and 1958, which were 
years when rates were relatively low.” 

Casimir A. Sienkiewicz, president of 
the Central-Penn National Bank of 
Philadelphia, Pennsylvania, is chair- 
man of the A.B.A. committee. Single 
copies of the new booklet have been sent 
to A.B.A. members. Additional copies 
are available at cost from the American 
Bankers Association, 12 East 36th 
Street, New York 16, New York. 


A.B.A. booklet answers questions 
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Uecker, a Bank customer. 





Since more than half of Citizens State Bank's business is with 
farmers, Banker Nelson (right) often visits farms with Purina 
Dealer Johnson. Here, they discuss cattle with Farmer Elvin 


In 12 years, Gaylord Feed Mill has grown into one 
of the community's major businesses. 





President 


Citizens State Bank, Gaylord, Minnesota 


“Anything that contributes to 
the prosperity of Sibley County 
farmers makes business better 
in Gaylord,” says Mr. Nelson. 
“Such result has come from our 
teamwork with Purina Dealer 
Clayton Johnson, of Gaylord 
Feed Mill. 


“Our Bank helped Mr. Johnson 
buy a feed store 12 years ago 
when he came to Gaylord to start 
his Purina Service Center. We 
financed the rebuilding of his 
place after it burned out and we 
had a part in the expansion of 
his services to include modern 
grinding and mixing, grain bank- 
ing and bulk feed handling. All 
these services help farmers get 
better results and add to com- 
munity prosperity. 

“‘We’ve found our Purina Dealer 
a good teammate in making pro- 
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duction loans. We often discuss 
such loans with Mr. Johnson 
before we reach a decision. We 
consider his recommendation 
reliable. His work with farmers 
helps them get better results, and 
that gives us added protection 
on our loans. 

“Working with our Purina Dealer 
has been good bank business and 
an important service to the 
community.” 

*x* * * * 


Clayton Johnson was a stranger in 
Gaylord 12 years ago when he 
went to Citizens State Bank to get 
help in buying a feed business. His 
first modest loan did not rank him 
as one of our Bank's best customers. 
Today, his Purina Service Center is 
one of Gaylord’s major businesses 
and it is a quarter-of-a-million- 
dollar customer of the Bank. 


SERVING ANIMAL AGRICULTURE 





QUALITY 


“TEAMWORK WITH OUR PURINA DEALER 
HAS MADE GAYLORD BUSINESS BETTER” 


—says I. M. Nelson, 


SERVICE 
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Banking’s Role in Extending Consumer Credit 


By Donald F. Warnke, 


President, The First National Bank of Hinsdale, Illinois 








The brisk new pace of business that 
has built up since the recession days 
of early 1958 has the economic pundits 
lending worried ears to a familiar old 
sneeze fore-warning an economic cold, 
The cold they’re worried about is an- 
other recession similar to those in 1954 
and 1958. 

The sneeze, in this case, is a clas- 
sic symptom: over-extended consumer 
credit—the pattern of people digging 
deeper and deeper into their future 


earnings to enjoy some of the products _ 


on the market today. In_ principal, 
there’s nothing wrong with this. Con- 
sumer credit has been a stimulant to 
business and a convenience for con- 
sumers for decades. 


What the economists are worried 
about is what they call an excess of 
this credit—dipping too deeply into 
future earnings. 

All parties. The consequences of too 
much consumer credit are borne by all 
parties to it—the producer who encour- 
ages it to sell his products, the con- 
sumer who makes the crucial decision 
to buy, and the bank or lending institu- 
tion that makes the credit possible. 

Yet, when the danger of over- 
extended credit is apparent, as it is 
right now, or when the consequences of 
extended credit are viewed in retro- 
spect, it seems it is always the con- 
sumer—and only the consumer—who 
catches the evil glances. 

But is it really enough simply to 
focus attention on the basic buying 
force—the consumer buying power— 
when we try to alleviate the rough ride 
over the road of economic progress? 
Past experience suggests it is not. 
Consumers are lectured periodically 
about their role in influencing the 
peaks and valleys of the nation’s 
economy. The message has doubtless 
gotten through to some people, but the 
continued ups and downs of the economy 
indicate that it obviously hasn’t gotten 
through to many others. 

Regulation. The result is well known. 
Eventually the government steps in to 
regulate the economy with its massive 
deterrents to credit spending, like 
Regulation W, which set a minimum 
down payment on consumer purchases. 

Government controls tend to bring 
with them a number of side effects. 
Among these, is a notion that come 
what may, the government is always 
around to step in and adjust things 
until the economy straightens out. 
There are several major fallacies in 
this trend of thought. 

For one, continued reliance on gov- 
ernment for economic stability inevit- 
ably creates a growing need for govern- 
ment control, and ultimately it creates 
a greater and possibly permanent 
government control. 

Obvious answer. How then can there 
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Urges realistic credit approach 


be a faster-acting stabilizing influence 
on credit spending that will catch the 
trend before it has a chance to snow- 
ball? The answer is obvious. The brakes 
should be applied much earlier, and 
the application must come from the 
consumer, banks and lending institu- 
tions, and conceivably the producers. 
The combined efforts of these forces 
are the only segments of the economy 
that can correct the situation. 

The consumer has been put in this 
light before and he should be, because 
he does play the lead role in the action. 


But what about the banks and other 
lending institutions? Don’t they assist 
the consumer in his credit excesses? 
Aren’t they hurt, along with the rest 
of the community when over-extended 
credit boomerangs? Most importantly, 
can’t they be prevailed upon to resist 
the temptations of profits from easy 
credit extensions when they know that 
this credit, despite its immediate secu- 
rity, helps pose a long-range threat to 
the bank’s regular profits? 

Bank directors. If the public can be 
expected to exercise self-restraint in 
the matter of spending money, isn’t it 
more hopeful to expect the bank to 
restrain itself in the matter of lending 
money? Remember too that bank direc- 
tors usually consist of business men— 
the same marketers whose sales and 
profits will take a beating when too 
much consumer credit is a liability. 


Consider the case of a small commu- 
nity bank. When it keeps a close guard 
on consumer credit, it does so very 
conscientiously for its own benefit as 
well as the community’s. While the 
bank likes short-run profits as much as 
the next business does, it likes steady 
and long-term profits even better. If, 
on oceasion, it must sacrifice the short- 


run profit in order to insure the long- 
run return, then it is functioning in a 
manner that is bound to result in 
ultimate benefits to itself, its depositors, 
the community it serves, and the 
nation’s economy generally. 


This foregoing line of banking 
thought is typical of a conservative 
bank. But conservative banks them- 
selves are not typical of many com- 
mercial banks today. Many banks can 
be found on all sides that not only offer 
loans and credit but really urge them. 


Some banks, for example, offer regu- 
lar patrons a bank credit card which 
allows these depositors to write checks 
on the bank that are not covered by 
deposits. Other vigorous promotional 
efforts have sometimes exaggerated the 
use of consumer credit out of realistic 
proportions. These practices are per- 
fectly all right in principle, but the 
over-all effect has proven to be a detri- 
ment to the economy. 


Bank prestige. Banks continue to 
have enormous prestige with people and 
represent to most a sort of economic 
conseience, a guide to the wise ways of 
handling money. And when these very 
banks emerge, as many of them now 
have, as loud and eloquent advocates of 
more credit and more loans month after 
month, this is bound to have an effect 
on consumer thinking. 

The important thing here is that the 
bank and the consumer are not the 
only people involved. The marketer who 
is paid with borrowed money is in- 
volved, and so is the consumer’s dispos- 
able future income, and these are the 
elements behind- the loan transaction 
that finally feel the long range effects. 

Perhaps the only thing banks can do 
is to acknowledge earnestly that they 
have a responsibility to help curb excess 
consumer credit. And this, if conscien- 
tiously manifested in bank activities 
and promotions, would help dissuade 
consumers from rushing into debt so 
eagerly. 

Many opportunities. Banks have a 
number of opportunities to convey this 
point about credit. There are the usual 
advertising and promotional media such 
as newspapers, radio, television, and 
direct mail pieces for enclosure with 
bank statements. In addition, there are 
opportunities presented in speeches by 
bank executives, and statements or 
articles by them in which their views 
are reflected. 

When banks and bankers encourage 
consumer credit when it should be 
encouraged, and discourage it when it 
can do harm, then they are helping to 
smooth out the peaks and valleys of the 
economy. And this conservatism—if 
that is the right description—will work 
to the benefit of not only the general 
economy and the consumer, but to the 
benefit of the banks as_ well. 
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Functional Design Stressed in Nine New Bank Buildings 


Quarters offer finest in customer service facilities in strikingly-styled settings 























Indianapolis, Ind. Strong vertical and horizontal lines 

dominate the exterior of the modern new home of the 

Indiana National Bank’s Southern office. A community 
room has been included in the basement 


Seattle, Wash. A striking aluminum screen highlights the 
entrance of the International branch of the Seattle-First 
National Bank. The entranceway is recessed and dramatic 
lighting emphasizes modern design of this one-story building 





, aie Bank Building Corporation of ianerten 
Madisonville, Ky. Conenebe cemesto panels surrounding large 


window areas of the new Peoples Bank & Trust Company add 
a distinctive note to contemporary styling. Building set-back 
provides room for attractive, eye-catching sign at left 


Mobile, Ala. An attractive sun shield and dramatic 
entrance overhang are exterior features of the Spring 
Hill branch of the Merchants National Bank. Outside 
check writing desk is placed near night depository 


5 ‘ _ Bank Building Corporation of America 
Pacific, Mo. Brick, glass and aluminum were blended to 


form this eye-pleasing new home for the Citizens Bank. 
Customer facilities include off-street parking, protec- 
tive canopy at entrance and a drive-in window 


Lima, Ohio. The downtown auto branch of the First 
National Bank is finished in white Alabama marble 
that covers even the three island-type drive-in windows. 
The entire front of the building has been landscaped 


DELTA DRIVE 
BR 


Deposit Guaranty Bank 
« Trust Co 


Jackson, Miss. This compact new 


branch of the Deposit Guaranty 

Bank & Trust Company is nearly 

an island in the middle of a large 
parking lot. Note overhang 


30 


Louisville, Ky. The new Fern Creek- 


Buechel branch of the Liberty Na- 

tional Bank recently opened in a 

shopping center. Branch also has 
drive-in window service 


New Milford, Conn. Nestled in 

trees, this attractive Green office of 

The First National Bank offers 

drive-in and walk-up teller facili- 
ties in a colonial setting 
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CHICAGO 6—222 W. Adams Street 
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COMMERCIAL CREDIT’S accounts receivable and 
inventory financing method does not interfere with your 
service to commercial borrowers. On the contrary, it 
functions as a perfect complement to it at times when 
your customer’s borrowing needs exceed your established 
line of credit for the account. COMMERCIAL CREDIT has 
had 45 years’ experience handling this type of financing 
for thousands of companies from coast to coast. 


Many users of our service came to us at the suggestion 
of their bank. Any COMMERCIAL CREDIT CORPORATION 
office listed here will furnish complete information to you 
or to your customer. 


ANOTHER SERVICE OFFERED BY SUBSIDIARIES OF COMMERCIAL CREDIT COMPANY 
CAPITAL AND SURPLUS OVER $200,000,000 
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Modernization—Building Programs Provide Striking Lobbies 


Banks continue to expand customer areas to better serve increasing number of depositors 
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Owosso, Mich. Modern in both furnishings and decorator 
colors, this remodeled lobby of the State Savings Bank 
welcomes the depositor to friendly banking. Space was 
doubled inside, providing greater customer convenience 


OPES EUS Be TERY 














\ 


Portsmouth, R.I. Colonial design was chosen for the interior 


Wilmington, Del. Extensive modernization at the Wil- 


— 
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mington Savings Fund Society included the installation 
of a mezzanine to house executive offices. Light, bright 


and spacious best describe remodeled lobby 


Decatur, Ala. This photograph shows a portion of the lobby in 
the modern new three-story home of the First National Bank. 
Three drive-in teller windows can be seen behind the long 
tellers’ counter. Off-street parking is another convenience 


Bank Building Corporation of America 


of the new Portsmouth branch of the Newport National 
Bank. A glass-walled aisle at the rear of tellers’ counter pro- 


vides access to safe deposit facilities in compact branch 


Syracuse, N.Y. An unusual V-shaped tellers’ counter 
is a feature of the remodeled Onondaga County Savings 
Bank. Work included a convenience corner, a window 
outside of the main lobby offering extended hours 


New York, N.Y. This modern lobby of the 410 Park Avenue 
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Detroit, Mich. The Bank of the Commonwealth’s Le 
modernization program at the bank’s main office re- office of The Chase Manhattan Bank is located on a second 4 
sulted in this striking bright and spacious lobby area. level with the officers’ platform situated on the first floor. ; 
Green colored marble contrasts with walnut paneling Large mobile at rear of room sets modern design theme A 
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ile youre tyin 4 up the tag ends on Christmas Eve 


well be doing the same, Wondering, in our homes, too, how it got to be 


midnight so soon. Little sleep this night. Yet, come morning, we'll be as wide awake as the 


youngsters. The excitement of Christmas is ageless. The four thousand people of the 


Continental Ilinois National Bank and Trust Company 
Chicago 
Member F. D.C. hope you have the happiest of Christmas Days. 
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University study envisages possibility of 300 per cent gain for savings-loan associations 






SAVINGS AND LAAN OUTLOOK 


At convention, the associations see challenging vistas 
ahead, but also take a look at some immediate problems 


$165 billion business by 1970! 

That was the “staggering” pro- 

jection of potential savings- 
loan association growth in the decade 
ahead, cited as a feasible objective 
at the 67th annual convention of the 
United States Savings and Loan 
League held November 9-13 in Dallas, 
Texas. 

If the estimate based on a special 
study made by the School of Busi- 
ness of Indiana University proves to 
be accurate it would represent nearly 
a 300 per cent gain in 10 years, over 
the current $60 billion in total as- 
sets for the savings-loan industry. 
Much of the convention program was 
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By 
THE EDITORS 


devoted to discussions on how the 
associations could achieve this chal- 
lenging objective, and what it would 
necessitate in terms of imaginative 
management policies, increased per- 
sonnel, improved operations, and 
changed promotional appeals. 

A tremendous increase in personal 
savings will be required to meet vast- 
ly expanding demands for home 
mortgage credit in the 1960’s, con- 
vention delegates were warned. It 
was anticipated that there will be a 


yearly average of 1.3 million or 1.4 
million new housing starts over the 
next 10 years, and this in turn will 
mean an average annual increase of 
$15.3 billion in home mortgage debt, 
compared with an average of $10.5 
billion in the past decade. It was es- 
timated that savings and loan asso- 
ciations, which are currently provid- 
ing 40 per cent of total home mort- 
gage funds, will have to step up their 
proportion to 50 per cent by 1970. 
This will mean that savings of the 
associations must grow at an average 
annual rate of $7.7 billion, compared 
with $4.3 billion in the current dec- 
ade, in order to meet the demand for 
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Open meeting, Committee on Management of Capital Stock Associations 


Much of the convention program consists of smaller sessions 


home mortgage credit. If the asso- 
ciations achieve this rate of growth, 
they will hold $100 billion of total 
assets before the end of 1965, and 
reach the $165 billion level in 1970. 

Confidence that the goal can be 
attained was expressed by the 
League’s president, C. R. Mitchell, 
president of the First Federal Sav- 
ings and Loan Association, Kansas 
City, Missouri, although he predicted 
that money generally will be tighter 
in the 1960’s than the 1950’s, and 
that the associations face the pros- 
pect of continued strong competition 
for personal savings. 


O reach the industry target, Mr. 

Mitchell added, it will mean that 
association managements will have to 
establish much more ambitious ob- 
jectives than any in the past. Take 
personnel, for example: whereas 
there are now 50,000 people employed 
in the savings and loan business to- 
day, it was estimated that within 
five years there will be 75,000, and 
more than 100,000 in 1970. 

“Reaching the $165 billion mark 
will also mean delegating substantial 
amounts of operating authority to 
department heads and senior execu- 
tives . . . and the development of 
personnel and employment practices, 
salary and wage scales of a far more 
progressive type than most of our in- 
stitutions now have in effect,” Mr. 
Mitchell asserted. Other “musts” in- 
cluded management that is more re- 
search conscious and receptive to 
new ideas; increased automation and 
more attention to cost accounting; 
new quarters and many more new 
branches. 

The League president also stressed 
the need for improved promotion- 
al appeals. We are learning now that 
it is taking more than the mere ad- 
vertising of rates to build this busi- 
ness, he stated. “Substantially more 
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effectiveness will be required on our 
part to improve our prestige in the 
business and financial community,” 
Mr. Mitchell contended. “Whether 
we like it or not, the fact remains 
that our institutions still in many 
areas have not attained the public’s 
acquaintanceship or acceptance to 
the same degree as have other types 
of financial institutions,” he acknowl- 
edged. It was announced that a 
comprehensive national motivation 
research program soon will be under- 
taken to examine public attitudes 
toward saving and toward the sav- 
ings and loan associations. “We are 
confident that the survey will result 
in far-reaching and constructive im- 
provements in our public relations 
and advertising programs,” he af- 
firmed. 

Warning that an increased rate of 
savings has become a matter of ur- 
gent national need, to finance the 
housing expansion of the 1960’s and 
other facets of national growth, Mr. 
Mitchell declared: “If the savings do 
not come from private individuals 
and private business, then we face 





the threat that money will come from 
public sources. .-. . I hope it will be 
possible to make a searching review 
of the whole question of savings and 
savings incentives in this country. 
‘ Possibly the United States 
League can initiate such a study.”’ 


T was at this point that President 
Mitchell commented upon the ad- 
verse effect that the Mason Bill, 
changing the tax status of the sav- 
ings and loan association, would have 
on home financing. He raised the 
specter of a socialized mortgage cred- 
it trend, contending that if the pro- 
posed legislation had been in effect 
for the past five years, the associa- 
tions probably would have made only 
$30 billion in home loans instead of 
the $53 billion actually advanced. His 
reasoning was that with the addition- 
al taxation, the associations would 
have had to reduce dividend rates by 
1 or 1% per cent, and as a result 
would not have grown. He raised the 
question as to how the resulting $23 
billion mortgage loan gap could have 
been filled, and asserted that the 
funds would not have come from 
commercial banks since historically 
they have supplied only 18 to 20 per 
cent of total home mortgage credit, 
investing on the average 7 per cent 
of their resources in home loans. 
“Homes for the American people 
are going to be built and financed one 
way or another,” Mr. Mitchell main- 
tained. “Commercial banks have a 
simple choice: They eithér can ac- 
knowledge and support the idea that 
a system of strong, rapidly growing 
savings institutions is necessary to 
do the job of home financing or they 
can acknowledge and support the idea 
that more public housing and direct 
government lending are necessary.” 
At the convention it was disclosed 
that the League’s legislative commit- 
tee had drafted a 13-point strategy 
plan to defend the tax status of the 


League leaders pause during activity-loaded annual gathering 
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Audience jams Dallas auditorium for general session, Savings and Loan League convention 


savings and loan business whenever 
the issue comes up. The plan encom- 
passes a broad range of activities, 
including Congressional contacts, 
preparation of pamphlet ammuni- 
tion, and close cooperation with 
other interested groups such as mu- 
tual savings banks, builders, etc. It 
was also indicated that some of the 
associations may watch closely com- 
mercial bank attitudes on the Mason 
Bill at the local level, since the sav- 
ings-loans have some $2 billion on 
deposit with the banks. 


HE tax issue constituted the ma- 

jor topic of the talk given by 
John deLaittre, president of the Na- 
tional Association of Mutual Savings 
Banks, and president, Farmers and 
Mechanics Savings Bank of Minne- 
apolis. He discounted the contention 
that mutual institutions are able to 
pay a higher rate of return to savers 
largely because of the tax position. 
Instead, he said, it is due primarily 
to higher gross earnings, lower ex- 
penses, absence of stockholders, and 


dedication to the encouragement of 
savings. “Mutual thrift institutions 
for decades have paid higher rates of 
return to savers,” he added, “even 
before the corporate income tax be- 
came as large a factor in the econ- 
omy as it is now.” 

Another aspect of the tax subject 
was touched upon by Horace Russell, 
retiring general counsel of the 
League. He predicted that the pres- 
ent federal income tax status of the 
associations would be maintained be- 
cause the U.S. Treasury now derives 
approximately $5 per thousand dol- 
lars of assets of the savings and loan 
business in annual revenue, collected 
as income tax against the owners of 
savings accounts. “‘This is about the 
same amount of revenue derived by 
the government from the banks and 
their stockholders and their savings 
depositors per thousand dollars of 
their total assets,” he declared. “It is 
also about the same amount of reve- 
nue that the government will derive 
from the insurance companies under 
their new tax formula, and the gov- 


Extensive entertainment included a touch of the Southwest 


The famed Parker County Mounted Posse from Weatherford, Texas 
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ernment gets no tax from the policy- 
holder-owners or their beneficiaries 
of the great mutual life insurance 
companies.” 


Mr. Russell urged the savings and 
loan associations to preserve their 
own “specialized character,” and not 
to endeavor to be looked upon as 
commercial banks. He advocated that 
League member institutions “prize 
highly the corporate vehicle, the sav- 
ings system, the mortgage contract, 
and our savings and loan business 
as now organized and operated, in- 
cluding its special terminology, and 
endeavor to perfect and improve it.” 
He advised the associations to exer- 
cise the greatest care in extending 
branch operations, interstate opera- 
tions, widespread purchases of mort- 
gages and mortgage participations, 
and other innovations. 


REATER competition for sav- 
ings was singled out by a wide 
margin as the chief management 
problem confronting the associations, 
in a survey reported by the League 
committee on trends and economic 
policies. Nearly 80 per cent of the 
questionnaire respondents said that 
new savings fail to meet the current 
loan demand. Most of the associations 
(68 per cent) stated that the prevail- 
ing rate of interest on conventional 
home loans now was in the 6-6% per 
cent range, and a higher percentage 
reported being above this range than 
below. And, in comparison with last 
Spring, there apparently has been 
a lengthening of terms and a trend 
toward higher percentage loans. 
The trend was upward as to divi- 
dend rates, actual and anticipated. 
Only 15 per cent of the reporting 
associations were paying 4 per cent 
and over during the first half of 
1959; however, some 38 per cent had 


See SAVINGS AND LOAN OUTLOOK—Page 90 
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The trust department lagged behind 


bank and area progress, so a new 
two-pronged plan was launched 


BUILDING TRUST BUSINESS 








m a $30 Million Bank 


By 
E. DONALD STUCK 
Trust Officer, 
Jenkintown Bank and Trust Co.. 
Jenkintown, Pennsylvania 


EVELOPING a profitable trust 

department in a $30 million 

bank is a full-time effort, and 
one that demands a far more person- 
al approach than the selling of sav- 
ings accounts or safety deposit boxes. 
The successful promotion of the 
bank’s trust services should have, as 
its core, a continuing program of 
education. People are hungry for in- 
formation on trust work and answers 
to many questions relating to wills. 
In this business, however, the cus- 
tomer does not see any urgency in 
gaining this information. It is up to 
the bank to create a demand for trust 
services. 

As a function of one of the few 
remaining independent banks in the 
greater Philadelphia area, our trust 
department is constantly faced with 
the giant trust and estates facilities 
of the Philadelphia banks. Yet, in a 
little better than two years, an ag- 
gressive promotional program has 
been largely responsible for a 65 per 
cent growth in trust business. And 
this increase in volume from $10 mil- 
lion to $1614 million since 1957 has 
only necessitated the hiring of one 
additional staff member. These fig- 
ures, of course, represent only the 
inventory value of the securities and 
items managed by our department. 

When we appraised our accounts 
and the operations of our department 
two years ago, we were somewhat 
less than pleased with our growth. 
In an area flushed with the growth 
of suburban population, our trust 
department totals lagged lazily be- 
hind the prosperity of the bank and 
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Mr. Stuck discusses a trust matter with a local customer 


The bank’s trust business has increased 6597 since 1957 


its trading area. We knew that we 
could rely upon a portion of the older 
residents of the area, who had come 
to accept the Jenkintown Bank & 
Trust Company as “their” bank, to 
bring their estate problems to us. 
Perhaps this block of continuing 
business had lured the department 
into a state of complacency. We had 
no prepared program for reaching 
new residents in the area, nor any 
really effective file of prospective cus- 
tomers to woo for new business. Al- 
though the bank had offered full trust 
services for at least 40 years, we 
found that many of the bank’s cus- 
temers knew almost nothing about 
the trust department. 

To initiate an effective develop- 
ment program, we decided upon a 
two-pronged approach. First, we 
agreed upon a continuing promo- 
tional effort to seek out and educate 


a selected list of prospects, and sec- 
ond, we reorganized our department 
to serve our customers better while 
keeping costs down for the bank. 

To be sure, the trust department 
of a small bank has a budget prob- 
lem. Promotional activity costs must 
be kept within a satisfactory margin 
of department revenue. For this rea- 
son, we critically analyzed the bene- 
fits we could expect from various 
advertising media; we found, in 
such a specialized business as trust 
and estate work, mass media were 
too costly for the job. While our bank 
advertises successfully its loan and 
savings departments in the pages of 
the local papers, the same mass audi- 
ence that can benefit from ‘these 
banking services is reduced to a 
handful when you consider the num- 
ber of people that can actually qual- 
ify for any of our trust counsel. 
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As one growth factor, the trust department was reorganized for better service, efficiency 
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Trust promotion to highly selective list has been expanded 


The only true way of reaching this 
selected group, we believe, lies in di- 
rect mailings of our advertising to 
these people. And, the mailing list to 
be compiled from names of prospec- 
tive customers is, in our opinion, the 
most important step in developing 
new business. I would rather see a 
trust department start its program 
with a small list of prospects that are 
known to be bonafide, than to try to 
cover the waterfront by using a list 
that has as its sole attribute, big- 
ness. 

A prime requisite, then, is that the 
prospect list should include potential 
customers whose estates can be han- 
dled profitably and who can be so- 
licited with reasonable effort. The 
difficulty in compiling this list can 
be greatly lessened by using the re- 
sources of the bank. These are, per- 
haps, five major areas that can be 
investigated for suggested names. 
These include stockholders, bank of- 
ficers, large savings and checking 
account customers, board members, 
and safety deposit box holders. Board 
members, for example, should be con- 
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tacted for the names and addresses 
of those persons who are believed to 
be worth at least $100,000 and are 
over 60 years of age. 

Bank officers should also be asked 
to compile a list of names of people 
who are known to qualify under the 
requirements of wealth and age. The 
bank secretary should be able to pro- 
vide a list of names from the largest 
stockholders, and this same informa- 
tion can be extracted from staff mem- 
bers in the safety deposit depart- 
ment. 


NCE the initial list has been 
compiled, each name should be 
reviewed by the president, or per- 
haps the oldest platform officer for 
his knowledge of which persons own 
the largest estates. In our case, it 
was the president who helped eval- 
uate our list which has since grown 
to 500 names. 

Since we believe that no profitable 
trust department is built upon the 
handling of small guardianships we 
have concentrated on larger estates. 
It costs no more to solicit a $200,000 


will than one for $25,000, so we 
prefer to place our efforts on those 
accounts that spell profit for our 
bank. 

The promotional material to be di- 
rected to this selected list then be- 
comes the next important step in the 
program. While larger banks have 
facilities to write and produce their 
own advertising messages, we rely 
upon a syndicated outlet to promote 
the services of our department. 
Monthly mailings of “Tax Talks,” an 
eight-page brochure covering various 
aspects of trust and estate problems, 
form the basis of our promotional 
advertising. The brochures are 
mailed on Thursday so that the pros- 
pective customer receives it at his 
home in time to read it over the 
week-end. Provocative subjects cov- 
ered in recent booklets, for example, 
have been: “Money-Saving Ques- 
tions and Answers on the Appoint- 
ment of An Executor,” “Making the 
Best of Your Life Insurance,” “Will 
Your Estate Have Enough Cash?,” 
and “Trusts for Children.” 

The booklets are designed to at- 
tract the prospect’s attention and 
create a desire on his part for more 
information. The messages try to 
convince the person that he should 
visit the bank for further knowl- 
edge. 

Quarterly, each prospect is sent a 
personal letter that outlines the 
availability of a more comprehensive 
study on some phase of estate plan- 
ning, and a return post card is en- 
closed with the letter. The persons 
who return the post card asking for 
the booklet represent solid potential 
business. The written request pre- 
sents the trust department with the 
best opportunity for personal contact 
with the customer, short of a com- 
plete call program that would take an 
officer to the home of every prospect. 

As soon as the request is received, 

See BUILDING TRUST BUSINESS — Page 92 
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Girard’s top management discloses the 


thinking behind a lengthy series of 
award-winning annual messages 


Why All Our Emphasis on 
ANWUAL REPORTS? 


T Girard Trust Corn Exchange 
Bank we regard our Annual Re- 
port not only as a summary of 

the year for the benefit of sharehold- 
ers, but also as a report to the people 
we serve and to our community. 
While our first objective is to pro- 
vide the owners of the bank with a 
complete and clear picture of its ac- 
tivities, we keep in mind, at every 
stage in the preparation of our re- 
port, the opportunities it affords to 
remind customers and to acquaint 
potential customers with Girard’s 
ways of doing business. 

From this viewpoint we think it 
both good sense and good business 
to issue the very best report we can. 
Therefore, we devote much time and 
effort to it each year, and we regard 


By 
GEOFFREY S. SMITH 


Chairman of the Board, 
Girard Trust Corn Exchange Bank, 
Philadelphia 2, Pennsylvania 


the expense involved as a valuable 
part of our budget for institutional 
promotion. 

The first essential characteristic 
of any bank or banker is integrity, 
and this applies as well to the reports 
which banks issue. These reports 
should be forthright in presenting 
the facts—all the facts. Moreover, 
care should be taken to state them 
in such a way as to be clearly under- 
stood by the reader. No good purpose 
is served by text written in technical 





or financial jargon that may obscure 
or confuse significant facts. 

If, in a business or in a bank, a 
year’s activity produces earnings or 
other figures comparing unfavorably 
with those of previous years or with 
those achieved by competitors, an 
Annual Report should not disguise 
or ignore the situation. Rather it 
should tell the story frankly and dis- 
cuss the background freely. Intelli- 
gent men and women know that 
neither a bank nor any business or- 
ganization goes on year after year, 
generation after generation, with 
each succeeding twelve-month period 
proving to be more successful, more 
profitable, more glamorous than any 
before. Furthermore, a reduction in 
earnings or profits can be the result 


Pictorial cover appeal of recent reports is matched by wealth of information inside 
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For 11 consecutive years, Girard Trust has won “Oscars” from Financial World 


magazine for Annual Reports; included are 11 bronze awards for best among 

the nation’s trust companies, and 6 silver awards for best among all U.S. finan- 

cial institutions. In view at left, Chairman Smith (left) receives “Oscar” for a 

recent report; in the picture at right, Vice-President R. J. Wilson is shown 
adding new trophies to the significant collection. 


Girard has unparalleled record in Annual report competition 


of a planned current sacrifice, the 
benefits from which will be realized 
in future years. A management which 
over the years reports the unfavora- 
ble as well as the favorable facts 
about a business will, in the long run, 
win the confidence of its own share- 
holders and of the community. 

At Girard we try in our Annual 
Reports to present sufficient infor- 
mation to satisfy the requirements of 
the sophisticated security analyst as 
well as to inform the ordinary inves- 
tor or bank customer. We include in 
each report an extensive statistical 
section. It contains, for example, a 
list of the securities held in the 
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Cartoons have attracted wide 


bank’s portfolio. We show a percent- 
age breakdown of our holdings by 
type of security as well as a table 
showing bond maturities. The year- 
end market value of our securities is 
indicated as well as the book value. 

As for statements of condition, we 
have long felt that comparisons of 
figures for a single day, for instance 
December 31 of one year with those 
for December 31 of another year, are 
not fully informative to those wish- 
ing to measure a bank’s progress. In 
recent years, therefore, our Annual 
Reports have included the usual year- 
end statements and, in addition, 
statements of condition which give 


the average figures ‘or all days of 
the year, as compared to similar 
averages for preceding years. These 
year-long averages give a true pic- 
ture of deposits, loans, security hold- 
ings and other balance sheet items 
which contribute to the final earn- 
ings picture. 

Our bank has entered into a num- 
ber of mergers with other institu- 
tions in Philadelphia and suburbs. 
Following each merger, we have 
made it a point to go over the books 
of the other bank for a period of ten 
years back in order to restate the 
figures in accordance with current 
accounting policies of the combined 
institution, and then when we pres- 
ent in our Annual Reports complete 
sets of earnings and balance sheet 
statistics for a period of ten years, 
the figures are truly comparable, 
with no distortion because of merg- 
ers. Needless to say, this practice has 
required a considerable investment 
of time and labor on the part of our 
Comptroller’s Department, but we 
believe it to be a wise policy in order 
that our own management, as well 
as the readers of our Annual Report, 
may accurately evaluate the results 
from year to year. 

At the beginning of the statistical 
section in our report, we include 
notes and comments which explain 
our accounting policies and sum- 
marize any new accounting practices. 

In addition to the vomplete statis- 
tical section and the thorough review 
of earnings and major developments 
of the year, we try to include in our 
reports some additional material 
which will give the reader an insight 

See ANNUAL REPORT EMPHASIS — Page 94 


attention ... but Girard is proudest of scope of data presented 





to the Government?” 








“How much would the tax be if I leave it ALL 




















December, 1959 








| 
! 






Survey reveals some interesting facts 


concerning this specialized field 


Will BANK ATRORAFT 
FINANCING Gam Altitude? 


By 
JAMES W. BROTHWELL 
Assistant Vice-President, 


The First National Bank, 
Ft. Myers, Florida 


FTER what proved to be a “false” 
start in aircraft financing 
immediately following World 

War II, the nation’s banks have been 
slow to return to this growing loan 
field. The public’s demand for pri- 
vately-owned airplanes has continued 
at a steadily rising pace in recent 
years. But, in most instances, bor- 
rowers have been forced to seek out 
finance companies sponsored by the 
various manufacturers of aircraft 
to obtain the necessary credit. This 
report on a recent survey of bank 
aircraft financing may encourage 
more bankers to enter this profitable 
loan field. 

A questionnaire on small airplane 
financing was prepared and mailed 
to the 300 largest commercial banks 
in the United States, in conjunction 
with a thesis written on the subject 
for the School of Consumer Banking 
at the University of Virginia. The in- 
quiry delved into the extent and man- 
ner in which bankers were adding 
aircraft paper to their loan port- 
folios. 

Only the largest banks were sent 
the questionnaire as these institu- 
tions usually pioneer a _ specialized 
field of finance and would be more 
able to make funds available to sus- 
tain a lending operation of this mag- 
nitude. 

Of the 300 questionnaires mailed, 
254 were returned completed, repre- 
senting a return of 84.6% of those 
mailed. However, of those returned 
only 61 banks reported that they 
were engaged in any type of air- 
craft financing program. 

The number of planes in the port- 
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Author, far right, discusses plane purchase with construction company officials 


Industrial firms, private flying fans, spell aircraft boom 


folio of each individual institution 
varied from a low of one to a high of 
100 units. The total number of air- 
craft encompassed in the survey was 
969 planes representing total dollar 
outstandings of $8,461,198. The 
average number of aircraft on the 
books in each of the reporting banks 
was 221% units and the average out- 
standing contract per plane was 
$8,731. 

In probing for information on de- 
linquencies, repossessions, and losses, 
the returns indicated that of the 61 
banks engaged in aircraft financing, 
51 banks reported some delinquencies 
while five did not answer the ques- 
tion. In no case did any bank report 
any loss on an airplane loan, and in 
the delinquency cases there was 
not an aircraft loan payment over 
59 days in arrears. 

Experience with aircraft financing 
was rated “good” by 58 banks, “fair” 
by one bank and “undetermined” by 
two banks, the survey revealed. 


In summarizing the most common 
axioms that are used by the ma- 
jority of banks purchasing aircraft 
paper it was found that banks sur- 
veyed are: 


®Financing all makes of planes. 

®Seeking business aircraft financ- 
ing as opposed to recreational air- 
craft financing. 

*Not trying to limit their pro- 
gram to minimum size or price. 

*Developing both a dealer plan 
and a direct finance plan. 

®*Tailoring their dealer plan to full 
recourse, if possible. 

*Deciding that a dealer reserve is 
not mandatory on strong recourse 
dealers. 


*Floor planning for dealer lines— 
new planes 90% of dealer cost—used 
planes 80% of wholesale cost. 

*Requiring full hull insurance and 
liability insurance if bank counsel 
considers it to be necessary. 
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Flying popularity graphed 


*Charging a rate, if state law 
permits, of 5% add on interest for 
new planes and 6% add on interest 
for used aircraft. 

*Adopting a dealer plan obtaining 
25% minimum down payment with 
a maximum maturity of 36 months 
on new aircraft, and a 334%4% down 
payment with a 24 month maximum 
maturity as a requirement on used 
aircraft. 

®On direct paper, developing a 
safe program of 334% down pay- 
ment with a 36 month maturity on 
new aircraft, and 33%4% down with 
a 24 month maximum maturity spec- 
ified for on used items. 

*Developing a service area deter- 
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mined by the bank board of directors. 

*Obtaining specimen chattel mort- 
gage and conditional sales contract 
forms from the Federal Aviation 
Agency and using these either “as 
is” or in conjunction with forms de- 
veloped for each area. 


HY such a limited number of 
banks active in this field? 

After World War II, production 
of small planes was geared to an un- 
realistic market of returning GI 
pilots. This anticipation proved dis- 
astrous for the manufacturers as the 
veterans’ need for smaller consumer 
goods far outweighed his need for a 
family plane. As a consequence, the 
aircraft market deteriorated consid- 
erably. Some bankers had extended 
aircraft credit and were disillusioned 
at finding the value of their collateral 
almost undeterminable. 

When production finally became 
geared to consumption in the early 
1950’s, bankers were hesitant to re- 
enter this field of financing. This at- 
titude brought about an effort by the 
manufacturers to affiliate with or de- 
velop a national finance program for 
the consumer purchase of small 
planes. The reluctance of the air-age 
banker to purchase contracts of this 
type helped develop the competition 
in the aircraft finance field that he 
faces today. 

Part of a banker’s creed is in ren- 
dering maximum service to the peo- 
ple of his community. The airplane 
manufacturers are not desirous to 
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banks contacted by questionnaire, only 61 reported they. were making aircraft loans 


be bankers. These builders would 
much prefer to use their funds in ex- 
panding their experimental facilities 
rather than making monies available 
for extension of credit. The reason 
the aircraft manufacturers devel- 
oped captive retail finance facilities 
was one of self preservation. With 
banking institutions accepting little 
airplane credit in their loan port- 
folios, even as recently as 10 years 
ago, the manufacturers were forced 
to develop these retail paper outlets. 

If bankers will rise to take advan- 
tage of this present opportunity, 
they will find it a safe, sound and 
profitable new venture. 

It is an additional challenge for 
modern bankers to strive to be a part 
of the missile age in which they live. 
If more and more banks take on an 
increasing percentage of the avail- 
able airplane paper, the emphasis 
will shift more and more to a col- 
lateral basis rather than individual 
personal credit basis. 


E small plane industry has just 
begun to blossom. Further gains 
will be realized due to increasing 
public acceptance of the small plane 
with its new safety features. The 
public will be encouraged to utilize 
air travel. The fear of flying has 
been all but obliterated; therefore, a 
major hurdle has been overcome. 
This business of private flying re- 
mains in its infancy but the horizons 
of flight and of aircraft financing 
continue to broaden rapidly in scope. 
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Big commercial banks dominate in rebound 
from post-war decentralization 








GERMAN BANKING SYSTEM 


Back in Full Swing 


FNOURTEEN years following the 
conclusion of the world’s great- 
est war a nearly devastated coun- 

try has rebounded to become finan- 
cially the strongest country in 
Europe. In West Germany, the inter- 
nal value of the new Deutsche Mark 
(D.M.) is stable and it is freely con- 
vertible externally. Unemployment is 
at a minimum, saving and capital 
formation are at a high level, and the 
financial mechanism is in equilib- 
rium. Some of these consequences 
are due to bitter experience, many 
are the result of design. But on every 
hand the willing cooperation of all 
participants, especially the banking 
structure, has made such a realiza- 
tion possible. 

Germany has a complicated finan- 
cial structure, the roots of which 
reach back into history over many 
generations. Currently there are 
more than 3,600 credit institutions 
which report regularly to the central 
bank, the Deutsche Bundesbank. Of 
this total more than 2,000 are cooper- 
atives, while savings banks reporting 
number more than 800. The third 
largest group, and of especial inter- 
est, are the commercial banks, of 
which 330 report regularly. Other re- 
porting financial institutions include 
central giro institutions, private and 
public mortgage banks, and credit 
institutions with unique functions. 
But the core of the credit system re- 
volves around the commercial banks. 

Of the total of D.M. 81 billion of 
deposits held by all credit institu- 
tions, the commercial banks on a re- 
cent date held nearly 28 billion or 35 
per cent. But of this latter amount, 
six “Big Banks” held 16 billion in 
deposits, or 57 per cent of all com- 
mercial bank deposits. It is quite 
clear therefore that these six banks 
“rule the roost.” Any examination 
of German banking therefore re- 
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quires above all a careful survey of 
the “Big Banks.” 

The big banks are the Deutsche 
Bank, the Dresdner Bank and the 
Commerz Bank, and the subsidiaries 
of each in West Berlin. Since the lat- 
ter are not important quantitatively, 
the fact of the matter is that the big 
banks are only three in number. The 
development of these three banks 
goes back to the mid-19th century, 
when the industrial development of 
Germany got into full swing. These 
new industrial enterprises and car- 
tels required large scale debt and 
equity financing. The big banks pro- 
vided such means and inevitably be- 
came involved not only in both debt 
and equity financing, but also in the 
management of these con- 
cerns as well. 


In the early 30’s through 
forced amalgamation the 
present three (originally 
five) big banks came to 
dominate German banking. 
After World War II an ef- 
fort was made to break up 
what was viewed as “cartel 
banking” into 30 “succes- 
sor institutions.” This was 
not satisfactory so in 1952 
an expansion of activities 
was permitted each of the A. 
original banks in one of the ff 
three zones into which the Fr 
country was divided. But 
Germany is not a large 
country, and it is very 
highly integrated. It was 
recognized in 1957 there- 
fore that artificial areas 


for banking were not conducive to 
good banking, and as a result the 
“Big Banks” were again, in effect, 
permitted to operate anywhere in the 
country, which they now do with 
their rapidly expanding branch sys- 
tems. 

The lending operations of German 
commercial banks are of three types: 
short-term (up to six months), me- 
dium-term (from six months to four 
years) and long-term (four years 
and over). The short loans in turn 
are represented by three distinct 
types, i.e., acceptance credits, ad- 
vances on current account, and dis- 
counts. It is the latter which is pre- 
ferred, since the discount of trade 
bills gives rise to paper which is 
technically eligible for rediscount 
and at the same time represents ac- 
tivities which are peculiarly adapted 
to the bank credit. 

To assure the free flow of bank 
credit the commercial banks are re- 
quired to observe three “guiding ra- 
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New building of the Deutsche Bank, in Frankfurt 


Headquarters of West Germany’s largest commercial bank 


tios.” The first of these requires that 
short- and medium-term loans shall 
not aggregate more than 18 times 
the “liable funds” (capital plus re- 
serves). The second limits the total 
of “debtors” (i.e. advance on current 
account) to no more than 60 per 
cent of the liable funds plus deposits. 
The third guiding ratio involves 
liquidity and provides that the “liq- 
uid resources” must not be less than 
20 per cent of “borrowed funds” 
(principally deposits). The effect of 
these guides is to favor short term 
financing with primary emphasis up- 
on bills. 


T is these bills “. . . backed by 
three parties known to be solvent 
(and) payable within three 
months from the date of purchase,” 
which are eligible for rediscount. 
This is not different from the prin- 
cipal requirements for rediscounting 


with the Federal Reserve Banks. 
What is different in Germany is the 
fact that there are discount “ceil- 
ings” for each bank. The method of 
calculating the ceilings has never 
been divulged, but it is widely be- 
lieved to be three times the liable 
funds. 

Thus since the latter will vary 
from bank to bank, the ceiling for 
each bank is unique. What is certain, 
however, is that, in the words of the 
Central Bank, “The fixed rediscount 
quota must never be exceeded, not 
even temporarily. Credit institutions 
whose rediscount quota is exhausted 
may resort to advances against se- 
curities.” The harshness of this is 
quite in contrast to the rediscount 
policy in the United States. All of 
this policy has been purposely di- 
rected to keeping the majority of the 
bigger bank assets in short supply. 

The interest rate schedule in Ger- 


man commercial banks is complex. 
It is not a competitive rate as known 
in the United States. Rather is it an 
agreed schedule determined by a 
committee representing the public 
authorities and the banks, and estab- 
lishes maximum rates for both deb- 
tors and creditors. All deposits in 
commercial banks draw interest in 
varying rates. 

To determine the various rates, 
deposits are divided into four major 
categories, i.e. sight, savings, at 
notice, and at fixed periods. One 
can generalize and say the longer 
the period the higher the rate. Thus 
in mid-1959 in the Land of Hesse, 
sight deposits had a rate of % of 1 
per cent, while the highest rate paid 
was 4 per cent on savings deposits 
with an agreed period of notice of 
12 months or more. All in all there 
are thirteen separate rates applic- 
able to as many different kinds of 
deposits. 


ORROWING (debtor) rates are 

complicated, but there are three 
major categories, i.e., for current ac- 
count, acceptance and discount cred- 
its. These rates are based upon the 
current central bank rediscount (D) 
or advance (A) rates. Thus for dis- 
count credits in excess of D.M.20,000, 
the rate in banks in Hesse was 
D. + % per cent + % per cent 
per month; or 234 per cent (central 
bank discount rate) plus % per cent 
+ 1% per cent (p.a.) — 4% per 
cent. 

As the size of the discount falls 
the rate increases so that for dis- 
counts under D.M. 1,000 the rate is 
534 per cent. 

Acceptances currently carry a rate 
of 6%4 per cent, as this is written. 
For approved credits in current ac- 
count (overdrafts) the rate on ap- 
proved loans is based upon the cen- 
tral bank advance rate (usually 1 per 
cent above the rediscount rate) so 
that in mid-1959 the rate in Hesse 
was A + % per cent + \% per cent 
per month, or 7% per cent. For any 
overdrafts beyond the approved limit 


Competition among the German banks is keen, and business development is aggressive 
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At left is Frankfurt headquarters of second-ranking Dresdner Bank. Below is nation’s first drive-in, and TV hook-up 
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Main office of the Deutsche Bundesbank, in Frankfurt 


Some 3,600 credit institutions report to this central bank 


the rate rises to 834 per cent. It must 
be borne in mind that these rates are 
maximum rates, and that the effec- 
tive rates may be lower, significantly 
so in many Cases. 

After the war, for the first time 
in history, German commercial banks 
were introduced to compulsory re- 
serves, like banks in the United 
States. In the latter, under the Fed- 
eral Reserve System, minimum re- 
serves are based on a combination of 
the factors of location and type of 
deposit. In Germany this is also true 
but in addition the ratio is made to 
depend also on the size of the bank, 
the number of classes presenting 
what appears to be an unnecessary 
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complication. Thus banks with lia- 
bilities subject to reserves of less 
than D.M. 1 million have the lowest 
ratio, while those with D.M. 100 mil- 
lion and over have the highest. 
The banks are divided in this man- 
ner into six classifications. For each 
class the deposits are divided into 
sight, time and savings deposits with 
the ratio scaled down from the high- 
est against demand deposits to the 
lowest against savings deposits. An- 
other classification depends upon 
whether the bank is in a “bank place” 
(i.e. where there is an office or branch 
of the Bundesbank), or in an “other 
place.” The ratio is higher in “‘bank 
places” than in other places. This is a 
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much more highly refined reserve 
system than the one we have in the 
United States. 

It should be added too, that where 
a bank’s “—reserve falls short of its 
required reserve—(it) shall for 30 
days pay on the deficiency—” a pen- 
alty rate. The effective rate is deter- 
mined by adding the penalty rate, 
currently 3 per cent, to the central 
bank advance rate, currently 334 per 
cent, resulting in a rate of 634 per 
cent on any deficiency. At one time in 
1950, the effective rate stood at 10 
per cent. It is obviously wise for a 
bank to watch its reserve position 
carefully. 

The German banking system is in 
full swing, having completely recov- 
ered from the shock of the 1948 cur- 
rency reform. Competition is keen 
and the bid for customers is aggres- 
sive through continuous advertising 
and customer consideration. Many of 
the banks are in new post war build- 
ings (some by force of circumstance) 
all of which have been designed to 
enhance their friendliness. Further- 
more, in the head offices at least, the 
routine is becoming increasingly 
mechanized, which has tended to re- 
duce costs through a minimization 
of errors, and at the same time has 
increased the speed of the services 
to the depositors’ and borrowers’ sat- 
isfaction. 

Germany as a member of the new 
Common Market is prepared to play 
her full part, and the banking system 
is able to discharge its responsibili- 
ties in this new era with adequacy. 


in Frankfurt Bourse 
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WASHINGTON VIEWPOINT 








Banking’s Legislative 
Score at Half-Time 


As the new Second Session of the 
86th Congress prepares to convene 
next month, in an .election-year at- 
mosphere, the American Bankers 
Association took stock of its legisla- 
tive relations with the lawmakers 
and found them in good shape. Of 24 
measures laid before Congress, on 
which the A.B.A. took a position, 
nine were enacted into law, leaving 
15 on the docket. 

Just how many of the remaining 
measures will complete the gauntlet 
before end-of-June adjournment is 
dependent on two factors: The settle- 
ment of the steel strike (if this can 
be done without a long legislative 
wrangle); and the vision and vigor 
with which spokesmen for the A.B.A. 
and other financial organizations pre- 
sent their views. 

The chief bills enacted and signed 
by President Eisenhower include: 

*Revision of member bank reserve 
requirements, otherwise known as 
the “vault cash bill.” This bill pro- 
vides for a gradual lowering of levels 
of cash held on deposit at Federal 
Reserve banks and provision for 
counting part or all of a bank’s vault 
cash as fulfilling reserve needs. 

*National Bank Act amendments. 
These two bills accomplished in large 
part the revisions of national bank 
law that were proposed in the Finan- 
cial Institutions Act which failed to 
clear the House after passage by the 
Senate in the 85th Congress. The 
bills were technical in nature and had 
the strong support of the A.B.A. 

*Housing Act of 1959. This was 
the legislative battle of the year, and 
bids strongly to be a major feature 
of Congressional debate during the 
coming election year. The A.B.A. 
supported the position of the Presi- 
dent in his veto of the first Congress- 
passed version of the housing bill, 
and the act finally approved was re- 
garded as acceptable. 

*Other bills. On Veterans’ Hous- 
ing, the A.B.A.’s views were followed 
in the elimination of the differential 
between V.A. and F.H.A. interest 
rates, but the recommended elimini- 
nation of direct V.A. Government 
loans was rejected. Increased capital 
for the World Bank and Monetary 
Fund, supported by the A.B.A., was 
approved; also the formation of the 
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Inter-American Development Bank. 
A credit union legislative compro- 
mise increased the loan limit to $750, 
while respecting A.B.A. opposition to 
formation of “central” credit unions. 
There were also amendments to laws 
relating to State taxation of inter- 
state commerce and to refinancing of 
Bankhead-Jones farm tenant loans, 
both supported by the A.B.A. 

At the top of the list of bills await- 
ing action is the Mason Bill, which 
would require savings and loan asso- 
ciations and mutual savings banks 
to pay Federal income taxes “on a 
basis that would result in more 
equitable tax treatment as between 
such mutual institutions and com- 
mercial banks.” There are powerful 
objectors, not only the mutuals but 
also the entire cooperative move- 
ment, applying to farm co-ops, mu- 
tual insurance companies and in fact 
the bulk of enterprises which have 
tax advantages based on mutuality. 


Officially, the A.B.A. has adopted 
the Mason Bill. A reasonable fac- 
simile will do, however, but it would 
be fatuous to make an estimate that 
any of the bills has a winning chance 
in an election year. Miracles can 
happen, and many a Washington re- 
porter has gone to grief by saying 
that a major reform of tax law can- 
not be realized in a single session of 
Congress. However, this is an elec- 
tion year. 

Next on the A.B.A. legislative 
agenda is the Bank Merger bill, spon- 
sored by Chairman A. Willis Robert- 
son of the Senate Banking Commit- 
tee. This bill would cause bank merg- 
ers to be regulated by the Federal 
bank supervisory agency most closely 
acquainted with the type of resulting 
bank that the merger would produce. 
The opposition comes mainly from 
the Department of Justice and from 
the State Bank Supervisors; the 
Justice lawyers want a veto power, 
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From left, Donald L. Rogers, executive manager of the Association of Registered 
Bank Holding Companies, Robert Cardon, counsel, Donald L. Waage, secretary 
of the Finance Committee of the U.S. Chamber of Commerce, Miss Marguerite 
Bean, Mr. Spence’s secretary, Rep. Brent Spence, chairman of the House Bank- 
ing Committee, and Ben DuBois, secretary, Independent Bankers Association 


Congressional leader honored by business group 


and the State Supervisors would 
have the Federal Government keep 
hands off the whole thing. The bill 
has twice passed the Senate, but 
technical and jurisdictional issues 
have hampered its progress in the 
House. 

On other bills, supported by the 
A.B.A.: Elimination of the Postal 
Savings System languishes in the 
House Post Office Committee. The 
House bill that would permit self- 
employed persons to join in tax- 
deductible trust plans for retirement 
is stalled in the Senate Finance Com- 
mittee. 

An important bill on which the 
Federal Deposit Insurance Corp. has 
made proposals to Congress is still 
“under study” by A.B.A. committees. 
This is a revision of the assessment 
base and the method of reporting the 
periodic nature and amount of de- 
posits held insurable. The prevailing 
thought in Washington is that enact- 
ment of a bill along this pattern will 
be helpful mainly to the vast major- 
ity of not-too-big banks. These banks 
would gain through operating econo- 
mies as well as lowered assessments; 
to the very large banks it makes 
little difference, since it boils down 
to a choice of which button to press 
on the universal calculating machine. 


o ¢ + 
U.S. Chamber 
Honors Rep. Spence 


House Banking Committee Chair- 
man Brent Spence, Democrat of 
Kentucky, has served longer in Con- 
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gress than any other man from the 
State in U.S. history. That’s quite a 
record, for it overshadows such his- 
torical greats as Henry Clay and 
Alben W. Barkley. 

In commemoration of this fact, 
the United States Chamber of Com- 
merce took occasion Nov. 12 to pre- 
sent to Mr. Spence a special award 
for Distinguished Service at the 
Army and Navy Club in Washington, 
during a luncheon which was at- 
tended by all who were favored with 
an invitation. 

The significant fact is that those 
who gathered to partake in the cere- 
monies represented the entire spec- 
trum of the financial community, in- 
cluding the press. He has been a top 
figure in the House Banking Com- 
mittee since the early Depression 
years, becoming its Chairman dur- 
ing the World War II years and 
therefore a chief architect of the vast 
new legislative programs which were 
required in the post-war years. 


5 . 4 


Comptroller Wins 
Branch Power Test 


The United States Court of Ap- 
peals was spared the task of deciding 
whether a State bank can go to 
Federal court to block the establish- 
ment of a national bank branch on 
the ground that the State bank 
serves the community adequately. 

The case was a jamboree for Phila- 
delphia lawyers, for the scene of the 
dispute was in Philadelphia. The 
Philadelphia National Bank submit- 
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Soon...Cheaper atomic power 





General Electric Vallecitos Atomic Laboratory. Here, in California's Livermore Valley, U.S. Steel sponsors the first large-scale, pri- 
vately financed study of radiation effects on steel. Project will hasten the advent of low-cost atomic power. 


This G.E. technician adds a touch 

of glamour to the serious busi- ; aN ‘ft 
ness of making a radiation count : sa 
on foil samples removed from § 

General Electric Test Reactor. 

She works in a mobile lab made 

available to the project. 


Burroughs Clearing House 




















with (4s8) Atom Age Steels 


2 eg ATOMIC POWER can light our cities 
or run our industries efficiently, the cost 
of building and operating commercial atomic 
reactors must be reduced. The two big prob- 
lems: high cost of nuclear fuel, and the need 
for better and less costly materials of con- 
struction. 

Firsthand information on the effects of 
radiation on steel has not been easy to come 
by. The start-up of the General Electric Test 
Reactor, near Pleasanton, California, and the 
Westinghouse Testing Reactor near Pitts- 
burgh has enabled U.S. Steel to launch the 
first large-scale private investigation of irradi- 
ated steels. These explorations will be carried 
out in private test reactors, wholly financed 
with private capital. 


Today, U.S. Steel has scientists working 
full-time at Westinghouse and General Elec- 
tric Atomic Laboratories; extensive applied 
research in nuclear steels is also being carried 
on at U.S. Steel’s Monroeville Research 
Center. 

From these tests will come new and im- 
proved atom age steels: stronger, more cor- 
rosion-resistant steels, steels that will hasten 
the advent of commercial nuclear power. 
The full effects of this vast U.S. Steel re- 
search program may not be felt for two, 
five, or even ten years. But, cheaper atomic 
power is on its way . . . because American 
industries like U.S. Steel are contributing 
to the research. United States Steel, 525 


William Penn Place, Pittsburgh 30, Pa. 
USS is a registered trademark 


Clayton McDole, U.S. Steel scientist (second from left) supervises the removal of irradiated foil samples 
from General Electric Test Reactor. Information obtained provided a solid flux data foundation for the 
irradiation research of special reactor steels. 
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ted plans for establishing a branch 
in suburban Ridley Township, and 
Comptroller of the Currency Ray M. 
Gidney issued a letter of intention 
to approve the plan. 

However, Broad Street Trust Co. 
sought to prevent the establishment 
of the branch on the ground that the 
facilities offered by its own branches 
fully took care of the area’s banking 
needs. The U.S. District Court in 
Philadelphia decided that it had no 
jurisdiction in the matter, and the 
Broad Street Trust Co. brought the 
matter unsuccessfully to Washing- 
ton. The action was withdrawn. 

The National Association of Su- 
pervisors of State Banks kept a 
close legal monitor on the case, but 
did not take an active part in it. 


¢ e ° 


**Advance Refunding’ 
Tried Out by Treasury 


While floating a new cash issue 
of $2 billion of 320-day bills, the 
Treasury is undertaking this month 
to begin a program of switching 
the public’s holdings of savings 
bonds into longer maturities by the 
use of a tax deferment. 

This was made permissible by the 
law enacted by Congress this year, 
providing “advance refunding” in 


lieu of the higher interest rate on 
long-term bonds which the Treasury 
had sought. The Treasury obtained 
the power to allow holders of Series 
E, F and J bonds to trade them in 
for new savings bonds without 
having to pay their accumulation of 
income tax on the interest. 

Treasury planners would much 
prefer to have more interest leeway 
than the 414-percent ceiling on the 
bond rate, but must be content with 
what Congress authorized instead, 
while awaiting a new chance to apply 
for the more desirable solution. Dur- 
ing the interim, the Treasury is 
boldly seeking to stretch out the ma- 
turity of the debt in the savings bond 
area, with the hope of being more 
effectively persuasive with Congress 
next year. 

The general idea behind “advance 
refunding” is that a large number 
of savings bonds owners will make 
use of the tax deferment feature so 
that they need not pay income tax 
on the increment of value of the sav- 
ings bonds they now hold at the time 
of exchanging for Series H bonds 
maturing ten years in the future. 
The enticement here is that a typical 
taxpayer holding an accumulation 
of savings bonds, now faced with the 
question of what to do with them, 
will be better off by converting to 
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the H-series. The tax impact on the 
accumulated interest will fall less 
heavily ten years hence as savings 
bond owners reach retirement age 
and thus drop into lower tax 
brackets. 

e oa * 


“Common Bond’? Concept 
Of Mutuals Under Test 


Current hearings before the House 
Ways and Means Committee are 
probing into the real meaning of 
the word “cooperative.” Stimulated 
partly by the position taken by the 


‘American Bankers Association, and 


the sustained appeals by other or- 
ganizations speaking up for what 
they regard as “tax equality,” the 
Committee is taking testimony on 
just what principles are involved. 

There is no real resistance to co- 
operatives where the “common bond” 
palpably exists. Perhaps the clearest 
delineation was given by John W. 
Remington, new president of the 
American Bankers Association, in a 
talk to the National Association of 
Supervisors of State Banks. Speak- 
ing of credit unions, he noted that 
“The credit union is not organized 
to serve the public, but rather to 
serve a group of people under a 
common bond.” 

The “common bond” concept has 
held good for many years, but the 
industry-wide growth of organized 
labor has stretched it beyond recog- 
nition; “common purpose” would be 
a better term. 

In judging whether mutual and 
cooperative organizations should con- 
tinue to receive tax favors, the Ways 
and Means Committee is faced with 
the problem of fixing the borderline 
of true mutuality. 


* e * 


Treasury **Magie 5’s°’ 
Achieved Their Aim 


It is not often that the Treasury 
Department departs from its cus- 
tomary Oliver Twist approach to the 
money market, switching to the role 
of the Artful Dodger. But Under- 
secretary Julian B. Baird pulled the 
trick in the latest Government secur- 
ity financings, and it was not diffi- 
cult to note that he was somewhat 
chesty about the outcome. 

Basically, he accomplished two 
things: (1) He placed on the market 
the “Magic 5’s’”’ which immediately 
went to a premium, and consequently 
gave to the money market a stronger 
price tone that was badly needed; 
and (2) he followed up with an offer- 
ing at a lower rate on exchange, with 
only 15 percent attrition of public 
holdings, thereby proving that he 
had correctly estimated the market. 
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DIEBOLD 
POLARIS 


after-hour DEPOSITORY~ 


Here is a dramatically new idea in an After- 
Hour Depository! The new POLARIS by 
Diebold brings to your customers the 
convenience of 24-hour banking . . . doés so 
in a stainless steel setting that is fashioned 
to add to the good looks of any bank's 
architecture. 


And the POLARIS depository combines 
certified security with its smart new styling. 
The Underwriters’ Laboratories label attests to 
the anti-fishing, anti-trapping protection 
embodied in POLARIS depositories, protection 
covering both envelope and bagged 

deposit sections. 


Available in a wide choice of models including 
flush and recessed types, POLARIS depositories 
by Diebold represent an important forward 
step in customer convenience for your bank. 
We'll be happy to send you illustrated 
literature on POLARIS depositories without 
obligation. Simply use coupon below. 


Pinte § 


*The term “‘After-Hour Depository” is a Registered 
Trade Name of Diebold, Inc. 





DIEBOLD, incorporated Depr. B- 28 
CANTON 2, OHIO 


GENTLEMEN: Please send me without obli- 
gation complete information on the new 
POLARIS after-hour depository. 


NAME 
BANK 
ADDRESS 
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DIB-815 
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Secure because they Know 





Happy family scenes too often and too suddenly can change to grim tragedy. A lending 
institution can offer no finer service than to help secure a family’s future with Federal’s 
Mortgage Redemption Insurance. 


Federal has 
a flexible plan 
you can use... 
profitably! 


Delay is costly and unnecessary. 
You should get full details of our 
Mortgage Redemption Plans now. 
The growing list of prominent finan- 
cial institutions we serve from coast 
to coast is visible evidence, not only 
of today’s progressive trend, but of 
the fact that our plans meet widely 
varied requirements, successfully. 

We provide complete life insur- 
ance protection to pay the mortgage 
in full, either with or without acci- 


dent and health coverage. 


Suggestions made by lenders 
themselves have shaped the Plans we 
now offer. They are professionally 
engineered to simplify all service 
features for the participating institu- 
tions. Recommendation of a Plan 
for you is made after careful study 
of your operations and your wishes. 


For a home lender, Mortgage 
Redemption Insurance lessens home 
mortgage risks at no cost to your in- 
stitution. It removes the natural fears 
of a family undertaking what is nor- 
mally its largest financial obligation. 
It is persuasive proof of friendly 
interest in your customer’s welfare. 

Federal also offers low-cost, indi- 
vidualized group employee welfare 
plans designed for your specific needs. 


Trained service representatives coast to coast. Your inquiry is invited 


FEDERAL 


LIFE & CASUALTY COMPANY 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN 
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THE PERSONALITY SPOTLIGHT 





Recent stockholder approval to the 
merger of the National Bank of Wil- 
son, North Carolina, with the First 
Union National Bank, Charlotte, 
focused attention on a real growth 
story. Final approval of the move 
would double the size of First Union 
from what it was 18 months ago. 

Thus, the bank may over a 11%- 
vear period record a quadrupling in 
size, with the most dramatic rise be- 
ing evidenced during the past 18 
months. 

Spearheading this fourth consolida- 
tion of First Union with other North 
Carolina banks is its President Carl 
G. McCraw. 

The 54-year-old banker who, ac- 
cording to one news writer “joined 
the bank as a runner and has been 
running up the ladder ever since”, has 
been president since 1952, and is a 
firm believer in extensive bank train- 
ing for young officers. This training 
program has produced qualified men 
who have been able to step into the 
expanding branch office system that 
now operates in 27 cities. Total re- 
sources of the bank, including those 
of the National Bank of Wilson, 
would be in excess of $150 million. 


° 


Harold M. Sherman, Jr., has been 
elected senior 
vice-president. at 
the Morgan Guar- 
anty Trust Com- 
pany, New York 
City. He will con- 
tinue to be re- 
sponsible for the 
bank’s_ internal 
organization and 
its operations di- 
vision, a capacity 
he has held since 
1951 with Guaranty Trust Company. 
Mr. Sherman joined the bank in 1930. 





H. SHERMAN, JR. 


5 


Irving C. Rasmussen, Minnesota 
commissioner of banks, was advanced 
to president of the National Associa- 
tion of Supervisors of State Banks at 
the group’s recent convention in 
Florida. Other officers of the organi- 
zation elected were Dick Simpson, 
bank commissioner of Arkansas, first 
vice-president; Robert L. Myers, Jr., 
secretary of banking for Pennsyl- 
vania, second vice-president; W. P. 
McMullan, Jr., state comptroller of 
Mississippi, third vice-president; Ed- 
ward H. Leete, deputy superintendent 
of banks, New York, treasurer; and 
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Thomas D. Jones, Jr., deputy com- 
missioner of banking for Virginia, 
secretary. 


* 


James L. Rieger has been elected 
president of the Mercantile Bank & 
Trust Company, 
Kansas City, 


Missouri. He 
succeeds his 
father, Nathan 


Rieger who has 
been named 


chairman. The 
younger Rieger 
becomes the 


third generation 
of the family to 
head the institu- 
tion. The new president has served 
as vice-president and treasurer of the 
bank for the past three years. 


J. L. RIEGER 


° 


Robert Cutler, chairman of the Old 
Colony Trust Company, Boston, will 
become the United States executive 
director of the Inter-American De- 
velopment Bank when it begins opera- 
tions early next year. He will resign 
his post at the Boston bank to accept 
the three-year term. 


5 


Thomas Lefforge was_ recently 
elected president of the National 
Commercial Finance Conference. He 
is president of the Commercial Dis- 
count Corporation. Chicago. New 
chairman of the group is Walter S. 
Seidman, partner, Jones & Company, 
New York City. Herbert R. Silver- 
man, president of James Talcott, Inc., 
New York City, was named honorary 
chairman of the organization. 


* 


John A. Minehan has been named 
head of the corporation and bank re- 
lations department at the Los An- 


Bank of America promotions 


A. V. TOUPIN J. A. MINEHAN 














geles headquarters of the Bank of 
America. He succeeds Earl I. Vaughan 
who has been assigned new duties on 
the executive staff for the bank’s 
Southern California division. At the 
bank’s head office in San Francisco, 
Arthur V. Toupin has been promoted 
to vice-president in the new business 
development department. 


+ 


James K. Paul becomes executive 
vice-president and Robert E. Shelton 
is now cashier in advancements at 
the First National Bank, Winston- 
Salem, North Carolina. Mr. Paul has 
been with the bank since 1946, and 
Mr. Shelton joined First National in 
1952. 


5 


Everett D. Reese, past president of 
the American 
Bankers Asso- 
ciation and 
chairman of 
the Park Na- 
tional Bank, 
Newark, Ohio, 
has been named 
chairman of 
the City Na- 
tional Bank & 
Trust Com- 
pany, Colum- 
bus, Ohio. At 
one time, he was one of the youngest 
bank presidents in the United States. 
In addition to his A.B.A. activities, 
Mr. Reese has also been president of 
the Ohio Bankers Association. 


E. D. REESE 


4 


New chairman of the Continental 
Bank & Trust Company, Houston, 
Texas, is Michael T. Halbouty. 


o 


John M. Miner, secretary of the 
Fidelity - Philadel- 
phia Trust Com- 
pany, has_ been 
elected vice-presi- 
dent in charge of 
loan administra- 
tion. Mr. Miner 
joined the bank in 
1948 as a security 
analyst, was 
named an invest- 
ment officer in 
1955, and in 1956 
was elected secretary and assistant to 
the president. 





J. M. MINER 


* 


Frank N. Belgrano, Jr., president 
and chairman of Transamerica Cor- 
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poration, San Francisco, died in mid- 
November while visiting New York 
City. Long an associate of the late 
A. P. Giannini, founder of Transamer- 
ica, Mr. Belgrano created the First 
Western Bank and Trust Company in 
San Francisco as a holding company 
for the banks under the Transamerica 
influence. When Federal legislation 
ruled that the insurance and realty 
interests of Transamerica must be 
separated from the banking interests, 
he founded the Firstamerica Corpora- 
tion as a bank holding company. 


e 


The Canal National Bank, Portland, 
Maine, and The York National Bank, 
Saco, Maine, have been consolidated. 
Joseph G. Deering, former president 
of York National, has been named to 
the board of the consolidated Canal 
National, and Bernard C. Brown 
of York National has been made 
vice-president of the merged bank. 
Widgery Thomas, Jr., was elected 
executive vice-president of the bank 
at the same time. 


- 


Glenn E. Anderson has been nomi- 
nated as chairman of the board of 
governors of the National Associa- 
tion of Securities Dealers. Nomina- 
tion is tantamount to election. Mr. 





J. E. BEEBE 


R. B. RIVEL 








G. E. BECKER 


J. H. HARRIS 


Share in promotions at Chase Manhattan Bank, New York City 


Anderson is president of Carolina 
Securities Corporation, Raleigh, North 
Carolina. 

° 


At the Pittsburgh National Bank, 
George J. McClaran and Wilbur E. 
Wright have been elected vice-presi- 
dents in the loan division. William J. 
DeGrosky and George C. Hendrick- 
son have been named assistant vice- 
presidents. 

om 


The Chase Manhattan Bank, New 
York City, has appointed several new 
vice-presidents. They include J. E. 
Beebe and Robert B. Rivel, both in 
the bank’s investment and financial 
planning department; and George E. 
Becker and James H. Harris of the 
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metropolitan department. Assistant 
vice-president titles have been given 
to Robert H. Job and Henry A. Noll. 
In a later promotion at Chase Man- 
hattan, Francis E. 
Curran was also 
named vice-presi- 
dent. Mr. Curran 
joined the bank 
in 1931, was ap- 
pointed an assist- 
ant trust officer 
in 1942, and was 
rm! promoted to trust 
F. E. CURRAN officer in 1943. In 
1946, he was advanced to assistant 
vice-president. He now serves in the 
personal trust and estates division. 


y 


+ 


Promoted to vice-presidents at the 
First National Bank, Phoenix, Ari- 
zona, were Broughton Avent and 
Bernard G. LeBeau. 


Lewis B. Maier has been promoted 
to vice-president, and Francis L. 
Andrews has been advanced to assist- 
ant vice-president at the Union Bank, 


Los Angeles. “ 


At the Madison Bank & Trust 
Company, Chicago, Daniel A. Koz- 
lowski has been appointed auditor. 

7 


John C. Hagan, Jr., president of 
Mason-Hagan, Inc., investment bank- 
ing firm in Richmond, Virginia, died 
in mid-November while attending a 
banquet held in his honor in New 
York City. Mr. Hagan had been nom- 
inated as president of the Investment 
Bankers Association, and was ex- 
pected to take office at the Associa- 


tion’s convention in Florida this 
month. 
. 

Robert M. Poole, Richard A. 
Weaver and D. E. Wisecarver have 
been named vice-presidents of the 
Riggs National Bank, Washington, 
aS. 


William C. Way, 1945 president of 
the American Institute of Banking, 
ended a 46-year career in banking this 
month when he retired as vice-presi- 
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dent of the Central National Bank, 
Cleveland. Mr. Way served in the 
trust department of the Cleveland 
bank for 26 years. He will be suc- 
ceeded as corporate trust division 
head by John T. Lieser, vice-presi- 
dent. 


6 


The American Trust Company, San 
Francisco, has 
elected J. O. 
Elmer. senior 
vice-president in 
charge of con- 
sumer credit ac- 
tivities. Mr. Elmer 
who joined the 
bank in 1929 has 
been assigned to 
consumer credit 
duties since 1925 
and has been 
vice-president in the department since 
1953, 





J. O. ELMER 


° 


An amazing collection of small 
curios started only months ago for 
Maurice C. Allen with the receipt of 
the miniature model that he holds in 
the photograph above. A customer 
of Mr. Allen, teller at the 17th Street 
office of the Provident Tradesmen’s 
Bank and Trust Company, Philadel- 
phia, recently gave him the statue of 





Collection builds fast 


one of the seven Gods of Happiness, 
and other customers immediately be- 
gan following suit. He is now receiv- 
ing foreign articles brought back from 
Europe by vacationing bank deposi- 
tors who know about his hobby. His 
collection was first recorded in 
“Banknotes”, staff publication § at 
Provident Tradesmen’s. 


* 
The October, 1959 issue of House & 


Home magazine reported that it took 
the purchase of a majority interest 





in the First National Bank of St. 
Petersburg, Florida, to bring public 
attention to one of the largest build- 
ers of shell homes in the country. In 
a news story on James W. Walter, 
36-year-old home builder who head- 
quarters in Tampa, Florida, the 
magazine revealed that the Jim Wal- 
ter Corp. is second only to National 
Homes in volume of sales of shell 
homes nationally. Mr. Walter bought 
a majority interest in the Florida 
bank earlier this fall. 


o 


First vice-president and _ board 
member are new 
titles for Charles 
W. Buek at the 
United States 
Trust Company, 
New York City. 
A past president 
of the Bank Fi- 
duciary Fund, Mr. 
Buek has been ac- 
tive in trust work 
for both the New 
York State Bank- 
ers Association and the American 
Bankers Association. 





Cc. W. BUEK 


° 


Edward Adams, Jr., has resigned as 
senior vice-president of the National 
Bank of Detroit to become president 
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Financial 6-1444 


IF YOU CAN’T SAY “YES” 
SAY TALCOTT 


and keep your customer’s good will 


When a customer's financing request exceeds his line 
of credit with your bank, Talcott can help you retain his 
good will. We'll expedite any loan referral from you and 
supply the security facilities to provide the necessary 
funds. You will be welcome to participate in the financ- 
ing should you wish to do so. 


Talcott’s Special Financing... 


ro | ® Accounts Receivable (Non-Notification) @ Inventories 
@ Machinery & Equipment @ Instaliment & Lease Sales 
@ Factoring (Notification & Non-Notification) 


James Talcott, Inc. 


FOUNDED 1854 


CHICAG NEW YORK 
221 FOURTH AVENUE 
209 SOUTH LaSALLE STREET ORegon 7-3000 






DETROIT 
1870 NATIONAL BANK BLDG. 
WOodward 2-4563 





LEXINGTON CORPORATION 


Subsidiary 


10 Milk Street, Boston 8, Mass. 


Liberty 2-6264 
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E. ADAMS, JR. 


R. D. MANGE 
In Michigan changes 


of the State Bank & Trust Company, 
Ann Arbor, Michigan. Mr. Adams 
joined the Detroit bank in 1945 as 
vice-president of the Michigan Divi- 
sion. He will be succeeded as head 
of the commercial and correspondent 
bank business section by Richard D. 
Mange, vice-president. 


¢ 


Officers of the American Finance 
Conference for 1960 are E. F. Won- 
derlic, president, and president of 
General Finance Corporation, Evans- 
ton, Illinois; F. R. Wills, chairman of 
the executive committee, and presi- 
dent of the General Acceptance Corp., 
Allentown, Pennsylvania; Robert R. 
Snodgrass, vice-president, and presi- 
dent of the Atlas Auto Finance Co., 
Atlanta, Georgia; and Elliott Taylor, 
vice-president, and vice-president of 
the Pacific Finance Corp., Los An- 
geles. Paul C. Jones, president of the 
American Securities Division of ASC 
Corp., Marion, Indiana, has been 
elected treasurer. 

~ 


Vice-president and trust officer is 
the new title for 
Charles F. Carr at 
the Society Na- 
tional Bank, 
Cleveland, Ohio. 
The former Ohio 
Common Pleas 
Court judge will 
head the _ bank’s 
trust department. 
A practicing law- 
yer for 37 years, 
Mr. Carr has 
served in various capacities for the 
City of Cleveland and the State of 
Ohio. 


Cc. F. CARR 


5 


At the Lincoln Rochester Trust 
Company, Rochester, New York, 
Kendrick J. Smith has been elected 
vice-president and regional officer. 

° 


Robert R. Porter, administrative 
vice-president of the First Savings 
and Loan Association, Oakland, Cali- 
fornia, has been awarded the Benja- 
men Ide Wheeler service award 
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medal. The award is biennially given 
by various Berkeley, California, serv- 
ice clubs to the person judged to be 
the city’s-most useful citizen. 

. 


Vice-president and loan officer is 
the new title for Calvin R. E. Stone 
at the Texas Bank & Trust Company, 
Dallas. He will be administrator of 
the credit department. 

= 


At the LaSalle National Bank, Chi- 
cago, Max L. Baughman, vice-presi- 
dent, has been appointed head of the 
international division. 

aa 


William J. Scott has been elected 
vice-president in 
the commercial 
loan department 
of the National 
Boulevard Bank 
of Chicago. Mr. 
Scott has been 
serving as a spe- 
cial assistant to 
the U.S. Attor- 
ney, and formerly 
was associated 
with the Ameri- 
can National Bank and Trust Com- 
pany, and the LaSalle National Bank, 
both of Chicago. 

s 


W. J. SCOTT 


Herbert E. Bode, board member of 
the Knickerbocker Federal Savings 
and Loan Association, New York 
City, for 10 years, has been elected 
president of the association. 


+ 


At the Title Insurance and Trust 
Company, Los Angeles, R. Ronald 
Wright, Jr., has been elected auditor, 
and Warren J. Pease has been elected 
vice-president. 

o 


James A. Clark and Alfred S. Olm- 
stead have been elected vice-presi- 
dents of the Empire Trust Company, 
New York City. 


° 


Eugene E. Jones, vice-president, 
has been named officer in charge of 
the charge ac- 
count service de- 
partment to lead 
recent advance- 
ments at the Citi- 
zens & Southern 
National Bank,- 
Atlanta, Georgia. 
Vice-president 
titles have been 
given to J. Harri- 
son Hopkins who 
heads the Mitchell 
Street office, and to George B. Tru- 
lock, Jr., who is in charge of the 


E. E. JONES 
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Atlanta bank promotions 


credit department. W. Ray Walker 
was named assistant vice-president. 


e 


Kenneth Johnston has joined the 
Bank of Commerce, Milwaukee, Wis- 
consin, as vice-president. 


° 


A hobby started to while away the 
long hours of recuperation from an 
operation has grown into a busy side- 
line for a Boston bank employee. 
Arthur F. Bell, an inspector in the 
auditing department of The First Na- 
tional Bank of Boston, now has an 
autograph collection that includes 
1600 signatures. The valuable collec- 
tion that ranges from famous sports 
and entertainment people to men who 
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are helping to shape our world has 
made Mr. Bell a popular lecturer, and 
portions of the collection are con- 
stantly in demand for exhibition. 
Top male autograph, he contends, 
is that of Eddie Rickenbacker; his 
most cherished female _ signature, 
Helen Keller. His most recent addi- 
tion to the collection is from the 
Dalai Lama who is now in exile in 





Two of 1,600 signatures 


India, and he regards the signature 
of Pablo Picasso as his most valuable. 

In the accompanying photo, Mr. 
Bell holds the signature of Parkin 
Christian, left, great-great-grandson 
of Fletcher Christian who lead the 
mutiny aboard the H.M.S. Bounty, 
and that of Joe Rosenthal, famous 
news photographer who captured the 
flag raising on Mt. Suribachi on film 
during World War II. A feature 
story of Mr. Bell’s hobby was recently 
carried in “About the First”, staff 
publication of the bank. 


. 


Jeremiah J. Wolfe has been pro- 


moted to _ vice- 
president at The 
Bank of New 


York, New York 
City. A staff mem- 
ber of the bank 
since 1925, he was 
appointed bank 
operations man- 
ager in 1949, as- 
sistant treasurer 
in 1950, and assist- 
ant vice-president 
in 1955. He was chairman of the Bank 
Management Conference in New 
York City during 1956 and 1957. 


J. J. WOLFE 


5 


A 58-year banking career recently 
came to an end with the death of 
Richard C. Lilly, advisory board 
director of The First National Bank 
of St. Paul, Minnesota. The 75-year 
old bank officer started in the bank- 
ing field as a messenger for the Mer- 
chants National Bank which later 





consolidated with The First National. 
He was president of the consolidated 
bank from 1929 to 1945 when he be- 
came chairman. 


¢ 


Vice-president is the new title for 
John D. Swinney at the United States 
National Bank, San Diego, California. 


5 


Thomas J. McGann and Sigurd B. 
Salvesen have been elected vice-presi- 
dents of James Talcott, Inc., New 
York City. John Duncan has been 
elected assistant vice-president. 


5 


The promotion of John S. Feary to 
senior vice-president led recent ad- 
vancements at the 
City National 
Bank, Beverly 
Hills, California. 
He has been vice- 
president and 
cashier of the 
bank since it 
opened six years 
ago. In other pro- 
motions, Wyman 
C. Donaldson was 
named _ cashier; 
Bernard Firestone, Eugene Pray and 
Bruce W. McKay were elevated to 
vice-presidents; Ruby W. Moore was 
named trust officer, and D. G. Savage, 
J. F. Byus, E. L.. Zink, and C. E. 
Firestone were made assistant vice- 
presidents. 





J. S. FEARY 


* 


At the Bankers Trust Company, 
New York City, two officers have 
been promoted 
to vice-presidents, 
while a third man 
has been named 
senior trust offi- 
cer and becomes 
administrative 
head of the trust 





department. 
William A. 
Morgan, vice- 


president who is W. A. MORGAN 
now the adminis- 


trative head of the department, joined 


Advance at Bankers Trust 


G. R. INCE J. D. MULVEY 
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the bank in 1928, in the past few years 
has headed the personal trust division. 

Named vice-presidents in the trust 
department were G. Ronald Ince and 
J. Donald Mulvey. Assistant vice- 
president titles at the bank were given 
to Anton W. Koester and Karl O. 
Rost. 

+ 


Bernard Feinberg has been elected 
president of the 
Jefferson State 
Bank, Chicago. 
Mr. Feinberg suc- 
ceeds the late 
Bjarne Dahl, 
founding presi- 
dent of the bank. 
Active in the for- 
mation of the 
bank in 1955, Mr. 
Feinberg was 
elected to board 
chairman earlier this year, and at the 
age of 34, becomes one of the young- 
est bank presidents in Chicago. 





B. FEINBERG 


5 


Certainly high in the list of longev- 
ity records compiled by active officers 
in financial institutions is the 60-plus 
years that Joseph M. Crowley has 
served with the Mutual Savings and 
Loan Association in Milwaukee, Wis- 
consin. The 88-year-old officer is sec- 
retary of the association and still very 
much the “boss” of the office. 

* 

E. Richard Werner has been elected 
executive vice-president and board 
member of The Western Savings 
Fund Society, Philadelphia. 

Sd 

Sven B. Karlen has been named 
controller of Columbia Broadcasting 
System, Inc., New York City. 

+ 

In promotions at the First National 

Bank, San Rafael, California, W. P. 


Murray, Jr., has been named vice- 
president, Henry Leuhring has been 


made cashier, and L. F. Arnone, Jr., 
P. J. Ferrarese, D. F. Murray, and 
A. L. Nieri have been advanced to 
assistant vice-presidents. 


° 


William H. Lang has been elected 
administrative vice-president and 
treasurer of the United States Steel 
Corporation, New York City. 

° 


New president’ of the Moline 
(Illinois) National Bank is Edmond 
M. Cook who is president of the John 
Deere Foundation and has been a 
bank board member since 1943. 


° 


New assistant cashiers at the Hart- 
ford (Connecticut) National Bank & 
Trust Company are Peter Van Slyck, 
Colin J. Holloway, and George Glahn. 


« 


New vice-president of the Trade 
Bank and Trust 
Company, New 
York City, is John 
B. Schoenfeld. 
The former vice- 
president and sec- 
retary - treasurer 
of Forstmann 
Woolens, New 
York City, has 
been active in 
New York City’s 
credit and finan- 
cial management activities, and was 
president of the city’s Credit and 
Management Association from 1956 
to 1958. 





J.B. SCHOENFELD 


5 


Thomas E. Sebrell, III, has been 
elected president of the Clarendon 
Trust Company, Arlington, Virginia, 
succeeding his father, T. E. Sebrell, 
Jr., who has retired. 


+ 
Officers of the newly organized IIli- 


nois State Bank, Chicago, are Roy 
Tuchbreiter, chairman; John I. Jones, 
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president; Boyd N. Everett, vice- 
president; and George H. Bell, vice- 
president and cashier. 

4 


At The First National Bank of 
Memphis, Tennes- 
see, William P. 
Slayton has been 
elected vice-presi- 
dent. Mr. Slayton 
joined First Na- 
tional in 1929 and 
has been in the 
branch system of 
the bank since 
1947. The new 
vice-president is 
now manager of 





W. P. SLAYTON 





R. W. KIDD 


G. MOFFATT 
Tennessee bank promotions 


the bank’s Airways branch unit. 

In later promotions at the Mem- 
phis bank, Roy W. Kidd and George 
Moffatt were.advanced to vice-presi- 
dents. Mr. Kidd serves in the bank’s 
real estate department, and Mr. 
Moffatt is in charge of all corre- 
spondent bank loans. 

_ 


The Rockland National Bank, Suf- 
fern, New York, has named M. Am- 
brose McCabe executive vice-presi- 
dent. 


The Farmers Bank of the State of 
Delaware, Dover, 
has elected Leroy 
G. Pearson senior 
vice-president and 
cashier of the 
bank. Mr. Pear- 
son joined the 
Delaware’ bank 
in 1921 after grad- 
uating from col- 
lege and served 
as vice-president 
and cashier be- 
fore this recent advancement. 

> 





L. G. PEARSON 


Howard L. Sargent has been named 
executive officer of the Santa Barbara 
(California) National Bank. 


° 


New chairman of the Santa Monica 
(California) Bank is Ralph W. Kiewit. 
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Heller financing embraces 
factoring . . . the lending 
of working funds based 
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ceivable . . inventory 
loans... equipment loans 
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counting for automobile 
sales financing companies 
and licensed consumer 
small loan companies .. . 
the guiding and financing 
of mergers and buy-outs 
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Write for our new bro- 
chure “Heller and Its Re- 
lationship with Banks”, 
an outline of Heller serv- 
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each of your Loan Officers. 
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Get Concise New Brochure 


If your customer’s loan requirements 
are outside your scope or your policy, 
probably a Heller financing plan will 
meet his need and improve his busi- 
ness. Meanwhile you keep the cus- 
tomer and his balances. Too, your 
bank may choose to share in our loan 
plan and as the client’s business im- 
proves so does your profit opportunity. 
When the client outgrows our services 
he is returned to you. Instead of your 
risking loss of a customer you get back 
a stronger, better one, with profit 
opportunity in the interim. 

Banks refer customers with special 
problems to Heller because such situ- 


on Special Situation Financing 


ations are Heller’s business. Our 
experienced management of these 
customers stabilizes them and helps 
them grow. We could not have grown 
to our present billion-dollar annual 
volume unless both clients and 
bankers also profited. 


New Free Brochure 
Outlines Heller Services 


In special situations you are in better position 
to counsel if you have in hand our explicit 
new brochure, “Heller and Its Relationship 
with Banks.” Write now for your reference 
copy, name the Loan Officers you wish to 
receive a copy. 


You Go Faster and Farther with Heller Dollars 





Write Dept. B.C. H. 12 


Walter E. Heller & Company 


105 W. Adams St., Chicago 90, Financial 6-2300 
342 Madison Ave., New York 17, MUrrayhill 2-5050 
9141 E. Jefferson Ave., Detroit, VAlley 1-8100 

55 Marietta St., N.W., Atlanta 3, JAckson 5-7337 


iINDU”? Walter E. Heller & Company of California, 849 S. Broadway, 


Los Angeles 14, MAdison 4-0704 
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Personalized Checking 
Debuts at Lloyds Bank 


In Britain, Lloyds Bank is to give 
its customers’ checks a more personal 
touch. Customers’ names and account 
numbers are to be printed on indi- 
vidual checks and on credit slips in 
paying-in books. 

The main aim of account number- 
ing is to speed up the bank’s account- 
ing system. The coding of accounts 
by numbers will also help to stream- 
line bookkeeping procedures and pre- 
pare the ground for electronic book- 
keeping. But it is also hoped that 
depositors will like the more indi- 
vidual touch involved. 

The system has already started in 
the Croydon branch, where Lloyds 
Bank has over 3,500 customers. If 
successful, management will consider 
applying it elsewhere. 


° ° e 


Talented Staff 


In addition to being one of the 
world’s largest and most respected 
banking institutions, De Twentsche 
Bank, Amsterdam, Holland, boasts 
one of the most talented groups of 
amateur thespians. 

Its employees prove this each year 
when members of the head office and 
the Amsterdam branches combine 
talents to stage an annual revue for 
fellow employees, as shown in the 
scenes below from their latest talent 
show. 

The revues are written by the em- 
ployees, and each act contains a great 
deal of satire and humor. Good- 
natured ribbing of the events and 
activities of the bank play an im- 
portant part in the dialogue and is 
considered to be a key factor in the 


huge attendance for the shows on the 
two successive evenings they run. 
Immediately after a revue, the 
actors and audience can attend an 
animated ball, where old friends and 
gayety add to the night’s enjoyment. 


* * ° 


Swedish Innovation 


In order to make their check serv- 
ices more competitive with the “post 
giro” system, the Swedish. banks 
have introduced (November, 1959) 
a new form of service as a comple- 
ment to the check, the “bank giro,” 
according to K. H. Liene, economist, 
Skandinaviska Banken, Stockholm. 
The bank giro simplifies payments 
between checking accounts, he adds. 
Instead of sending a check to a firm 
or a person who have checking ac- 
counts of their own, it will be possi- 
ble under the new scheme to transfer 
money directly from one account to 
another. This is the main object of 
the bank giro, but cash payments to 
and from the bank giro account, i.e., 
the checking account, can also be 
made. The transactions are adminis- 
tered by a newly established bank 
giro center which will inform the 
receiver of payments made, said Mr. 
Liene. 

The Swedish “post giro” system 
has functioned smoothly and at very 
low costs for its customers for more 
than three decades. A business firm 
or a private person with a post giro 
account is able to transfer free of 
charge unlimited amounts of money 
to other post giro customers. 

This form of payments instrument 
has of course been very strong com- 
petition for the bank checking ac- 
count services which, unlike the 
American and British counterparts, 


does not involve any service charge 
for the customer, asserts Mr. Liene. 

Competition from the post giro 
has, however, been so severe that it 
has been possible to observe a rapid 
rise in the volume of post giro trans- 
actions as well as in the average 
amounts transferred, which means 
that even the larger firms are using 
the post giro service to an increasing 
extent. 


° . ° 


British Moves Point Up 
Sterling Strength 


A recent indication of the strength 
of the pound sterling has been the 
abolition of all limits on the amount 
of money travelers can spend abroad. 
These limitations, imposed to protect 
the balance of payments, had been in 
operation throughout the entire post- 
war period. Before abolition the per- 
mitted allowance for overseas spend- 
ing (exclusive of fares) was £100 
($280). 

In practice this allowance discrim- 
inated against travel to the United 
States and Canada. For while the 
majority of holidaymakers on the 
Continent of Europe did not spend 
even as much as £100 per head, this 
sum was not nearly sufficient for a 
trip to North America. 

Travelers wishing to take abroad 
more than £250 ($700) will still 
need Bank of England permission. 
But this is simply a safety device to 
ensure that the new freedom is not 
abused to make possible the export 
of capitals Extra money will readily 
be granted for genuine travelers. 

Taken in conjunction with re- 
cent liberalization of discrimination 
against dollar imports, Britain is 
now for all practical purposes ready 


De Twentsche revue shows off staff talents and provides setting for annual dance 
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to declare her currency fully “con- 
vertible” under Article VIII of the 
International Monetary Fund. Such 
an action would have considerable 
prestige value and is now mainly a 
matter of timing. 

Another positive sign of sterling 
strength was the accelerated repay- 
ment of $250 million borrowed from 
the U.S. Export-Import Bank in Feb- 
ruary, 1957. Repayments were due 


to begin in October, 1960, and be ~ 


spread over a five-year period. 

The United Kingdom has now re- 
paid all the emergency credits con- 
tracted during the 1956-57 period, 
when the Suez crisis was followed by 
a run on sterling. The I.M.F. “stand- 
by” credit (not actually drawn) is 
the only arrangement then made that 
has not been cancelled. 

In case of need, however, the Ex- 
port-Import Bank will be willing to 
reinstate the advance any time up to 
April, 1965. But the $300 million of 
dollar securities pledged as collateral 
by the British Government has now 
been released and the United King- 
dom is relieved of the 4% per cent 
interest payments. 

Some of the main effects of the. ac- 
tion will be felt in the United States, 
where the accelerated repayment will 
mean a worthwhile improvement 
both in the balance of payments and 





French-American group terminating stand-by credit arrangements 


Emergency fund for rebounding French proves unnecessary 


in the gold position. In addition, as 
President Waugh of the Ex-ImBank 
has pointed out, it will help the ad- 
ministration balance the budget. 


* 2 ° 


Stand-By Credit Ends 


One of the best testimonials to 
France’s economic recovery is the 
recent termination of the $200 mil- 
lion stand-by credit arrangement it 
had made with 21 U.S. banks. 

The agreement, originally made on 








AUSTRALIA OFFERS 
opportunities for industries 


United States investment in Australian industry already totals 
over 500 million dollars. With its rapidly expanding local market 
and proximity to South-East Asian markets, Australia continues 
to provide opportunities for industries. 
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ested in Australia 
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market information, 
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a two-year basis, was designed to act 
as a second line of defense for the 
franc. Since its inception last Jan- 
uary, however, France had not used 
the credit. 

Jean Cottier, financial counselor to 
the French Embassy, representing 
the deGaulle government during the 
brief closing formalities, said, “When 
France undertook drastic tax and 
monetary measures at the end of last 
year it thought it prudent to arrange 
this credit together with short-term 
credits by several European central 
banks. Fully justifying the confidence 
shown by the American banks, the 
improvement of France’s balance of 
payments has been impressive. Since 
the end of 1958, our gold and foreign 
exchange reserves have increased by 


' more than $800 million and our short- 





term debt repayments by more than 
$600 million. Therefore, we are re- 
nouncing the credit offered at a 
timely moment by American banks.” 

Shown at the closing ceremonies 
above, are: left to right, Walter B. 
Wriston, vice-president, First Na- 
tional City Bank of New York; 
Dominque Chatillon, assistant coun- 
selor to the French Embassy; Jean 
Cottier; and Alfred W. Barth, senior 
vice - president, Chase Manhattan 
Bank. 


= * * 


Resident Banking School 


Executive development of key offi- 
cers in banks down under is the 
prime aim of the Bankers Adminis- 
trative Staff College, according to an 
article in the “Etruscan,” the Bank 
of New South Wales’ house organ. 
The Sydney-based institution is one 
of the many Australian and New 
Zealand banks sponsoring the an- 
nual two-month residence course for 
potential top management men. The 
latest was held at Dava Hotel, a 
resort spot at Mornington, Victoria. 

Organized along lines similar to 
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Landed Important New Business 


Recently an officer of one of our correspondent 
banks in a neighboring state spotted two sur- 
veyors sighting a field outside his town. Being 
both community-minded and alert for new 
business, he questioned them and learned that 
a large Chicago firm had an option on the land 
for a branch plant site. 

The bank officer went right to work. He 
called his friends at The Northern Trust, re- 
questing information about the company and 
its plans. We immediately went to work, dis- 
covering that the Chicago company was a 
highly desirable prospect for him. The pro- 
posed branch would be a source of substantial 
new business in our correspondent’s area. How 
could we help him obtain the new plant account? 


The 


NORTHER 


NORTHWEST CORNER 
LASALLE AND MONROE 


In the Heart of the Financial District e Chicago, Illinois e Financial 6-5500 e Member F.D.I.C, 





A Northern Trust officer promptly called on 
the Chicago company’s chief financial officer 
and recommended the correspondent bank. At 
the same time he arranged an early meeting 
between the company treasurer and an officer 
of our correspondent. 

The result? Our correspondent got the new 
plant account, as well as the personal accounts of 
many of the plant executives. 

While we naturally can’t assure such an out- 
come every time, we always work closely with 
our correspondents, placing at their disposal 
our facilities and our staff—promptly. 

Wouldn’t your bank benefit from such per- 
sonal service? It will, as a correspondent of 
The Northern Trust. 
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Bankers Administrative Staff College, Dava Hotel, Mornington 


Diversified group exchanges knowledge at resident school 


England’s Banking College at Henley- 
on-Thames, the Anzac school has 
trained over 120 officers in its six- 
year existence, handling about 20 
men at each session. 

During the two-month course, the 
men are divided into three groups, 
each containing as diversified a team 
as possible. Some men may be econ- 
omists, foreign exchange experts, or 
have good experience in staff admin- 
istration, taxation, general banking 
or advance business. By splitting 
them among the teams, there is bet- 
ter balance and greater chance for 
furthering the development of the 
individual members of the team. 

One of the first orders of business 
at the resident school is to hand each 
group a study paper prepared by a 
professor or the general manager of 
one of Australia’s larger industries. 
The members analyze and discuss the 
paper and decide what points they 
would like to develop further with 
the author. He is then invited to ap- 
pear before the entire college group 
at a regular session. This is done a 
number of times before the semester 
ends. 

Meantime, the trainees continue as 


a team and with the other groups at 
general sessions analyze such sub- 
jects as the Australian economy, full 
employment and stability of the cur- 
rency, the significance of savings and 
investment and the current economic 
situation, money and credit, the prob- 
lems of international finance, the 
London market, the balance of pay- 
ments, and the structure of banking 
systems in other countries. 
Management and organization, ex- 
ecutive development, management ac- 
counting, and office mechanization 
are among the other topics given 
thorough analysis, as are public re- 
lations and the art of interviewing. 


° ° e 


Financial Overtures 

Britain’s finance houses specializ- 
ing in instalment credit continue to 
make news. In recent weeks they 
have been affected by no less than 
three very different developments: 

1. A movement towards more co- 
operation. The most impressive item 
here has been the agreement between 
United Dominions Trust and the 
Kundenkreditbank of Dusseldorf. 
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Capital and Reserves Exceed 


Founded in 1897 


S/.82.000.000.00 


We invite you to use our fa- 
cilities for your Collections 
and Letters of Credit. Upon 
request we shall be glad to 
forward by air mail our col- 
lection tariff in English. 


57 Banking Offices in Peru 
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The two concerns are the largest in 
the field in the United Kingdom and 
West Germany, respectively, and are 
now to co-operate. U.D.T. is to pro- 
vide instalment credit finance for 
German goods sold in Britain and the 
Kundenkreditbank will do the same 
for British goods sold in Germany. 
The emphasis in this scheme will be 
on the provision of instalment credit 
for capital goods in which the Kun- 
denkreditbank specializes. There is 
talk of extending the agreement to 
cover finance houses in Austria and 
the Netherlands. 

In the domestic field one leading 
company, Lombard Banking, has ac- 
quired the former finance subsidiary 
of Thorn Electrical Industries, a 
leading group in the electrical and 
radio field. This move follows the ac- 
quisition a month before of the in- 
stalment credit subsidiary of Rootes, 
the car manufacturers by Ashley In- 
dustrial Trust. In both cases the 
finance companies will have a direct 
interest in credit sales in a large 
field of manufactured goods. 

2. Competition between finance 
companies has grown stiffer. Earlier 
rivalry had been confined to the 
length of time over which credit was 
extended, but lately credit charges 
themselves have become subject to 
competitive erosion. Interest rates on 
refrigerators, washing machines and 
other household goods, formerly at 
least 10 per cent a year, have now 
fallen back to 8 per cent. And 
charges on new cars have tended to 
drop from 7 per cent to 6 per cent. 
Manufacturers’ pressure has been 
partly responsible for this growth of 
price-cutting; but more important is 
the fact that the supply of funds 
for instalment credit finance is even 
greater than the public demand. 

3. The present complete freedom 
of finance companies to advertise for 
public deposits may soon come to an 
end. The whole question would have 
in any case been examined in the 
course of the review of company law 
promised as a result of the anxiety 
thrown up by the Jasper affair. But 
action on a limited field may now 
follow fairly soon as a result of a 
new case, that of the Edwin J. Yates 
finance house, whose affairs have 
been referred to the Director of Pub- 
lic Prosecutions. 

The need for action in this field 
has long been recognized, but has 
been delayed by the government’s 
hope that the finance houses would 
draw up a comprehensive code of 
conduct of their own. But, divided 
into three different professional as- 
sociations, they have not been able to 
reach agreement. One suggestion for 
stopgap action is that finance houses 
should not be able to take deposits 
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from the public unless they have 
been in existence for one year and 
have published their accounts. An- 
other is a licensing system whereby 
licenses to ask for public deposits 
would only be granted to houses that 
could prove their affairs were sound- 
ly run. Permanent legislation will 
also have to embody some minimum 
reserve ratio requirements, but this 
is a subject on which finance: houses 
have little agreement. 


Sd Sd 4 


Mobile Banks 


Banking’s efforts to branch out 
and meet customer needs is best ex- 
emplified through the postwar use of 
mobile units. Converted buses, house 
trailers and even armored trucks 
have been pressed into service, in 
some cases only on a temporary 
basis to service an area until a 
branch is completed. 

In many instances, however, the 
mobile units are operating on regular 
schedules, stopping at certain points 
at designated times for customer con- 
venience. The new business derived 
from these roving banking ambas- 
sadors has prompted many banks to 
increase the number of units serving 
the Jess inhabitated areas. 

Banco Credito y Ahorro Ponceno, 
headquartered in Ponce, Puerto Rico, 
typifies this trend. It recently added 
several large customized semi-trailer 
units to its expanding motorized 
branch fleet. Like the previous units, 
each is equipped with teller windows, 
a manager’s desk where loans can be 
transacted, and a comfortable cus- 
tomer lobby. One of these newer 
units, shown below, presented a prob- 
lem to a future customer, who had 
trouble climbing the steps to the 
banking compartment. His mother 
and many other customers have 


Future customers also welcome 


Banco Credito y Ahorro Ponceno trailer 
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Are You Extending 
to AUSTRALIA? 


Then there is much that you will 
want to know. 


What are Australia’s natural 
resources? 


How will you be served in respect of 
communications, power, 
water and fuel? 


How are Australia’s labour relations, 
what are the conditions governing 
wage scales, taxation? 


What is the law relating to company 
formation? 


The answers to these and other vital 
questions will be found in a fact-filled 
booklet “Establishment of Industry 
in Australia.” Write for a FREE copy 
today, to:— 











General Manager's Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396, Collins Street, Melbourne, Australia 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 





AUSTRALIA AND NEW ZEALAND BANK LIMITED 
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NEW ZEALAND 


Over the past 94 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 800 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED I866 








Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, 





WELLINGTON. 











The sure course for 
your Eastern trade 


FINANCE 


TRADE 
aDAYAWWOD 





We've been in business a long time 
as Japan's largest commercial bank 
and our accumulated experience 
assures eyery transaction of smooth 
sailing. You'll find us at 42 Broad- 
way, New York; at Salisbury House, 
Finsbury Circus in London. 


Founded in 1880 


@ THe FUJI BANK, crv. 


187 branches throughout Japan 
Overseas Offices : 
New York, London, Calcutta 
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Trailer branch, Midland Bank, London, England 








Mobile units make regular trips to fairs and other meets 


found the trailers the ultimate in 
convenience. 

Among the many banks that have 
resorted to trailer branches to meet 
customer needs are: the English 
Scottish & Australian Bank Limited, 
Hobart, Tasmania; Banco del Pe- 
queno Comercio, Mexico City; Bank 
of Ceylon, Colombo; and the Republic 
Savings Bank of Manila. 

Midland Bank, London, England, 
is one of the pioneers in the use of 
trailer branches. It has a fleet of 
them to service customers at the 
various fairs and other outdoor 
events held in England and Wales. 
During the past year, Midland’s 
trailers, such as the one shown above, 
serviced 82 separate agricultural 
shows, exhibits, conventions, golf 
championships, and horse meets. 
Most of this business was during the 
spring and summer months, at which 
times the trailers are on constant 
tour, often leaving one show late at 
night and traveling many miles to 


| a new site the next day. 


° . o 


New Consumer Credit Block 

European hire-purchase finance 
houses of eight countries, represent- 
ing more than 65 per cent of the total 
consumer credit outstanding in these 
countries, have joined hands to es- 
tablish the Association of European 
Finance Houses or “Eurofinas.” The 
countries involved include Austria, 
Belgium, Britain, West Germany, 


| France, Holland, Sweden and Switz- 





erland. 

The Dutch expert on consumer 
credit, Th. J. M. Rees van den Ende, 
of Wassenaar, headed the move. He 
has been appointed chairman of the 
association, and the secretariat will 
be set up in Holland. 

“Eurofinas’ ” main object is to act 
as a focal point for documentation 


and information and to promote, pro- 
tect and co-ordinate the interests of 
the members. The secretariat will 
collect as much data as possible on 
consumer credit in the European 
countries: financial, commercial, leg- 
islative, organization, fiscal, etc. 

It will also establish a central filing 
system of the balance-sheets, and 
profit and loss accounts of the finance 
companies, members and non-mem- 
bers. One of Eurofinas’ aims is to 
internationalize installment credit fi- 
nancing, partly by cooperation be- 
tween the various members. 

Installment credit is growing fast 
in Western Europe. The total of hire- 
purchase credits outstanding in the 
eight member countries is estimated 
at about $4 billion, while that of en- 
tire Western Europe is put at over 
$5 billion. 


e . - 


Guaranteed Farm Loans 
Now Offered in Britain 


British bankers will now be able 
to grant loans to farmers more freely 
under a new Agricultural Credit Cor- 
poration program. 

The banks have been stepping up 
their efforts to increase their farm- 
ing business and extend long-term 
loans to agriculture. But their efforts 
have been limited by the risks in- 
volved. Small farmers, many of whom 
keep the most rudimentary financial 
records, have not always known how 
to persuade branch managers as to 
their credit-worthiness. And both 
sides have lost business as a result. 

The Agricultural Credit Corpora- 
tion, which has been organized by 
the powerful National Farmers’ 
Union, will now take this worry from 
bankers’ shoulders. Its job will sim- 
ply be to guarantee bankers against 
losses to farmers on approved bank 
loans. The National Farmers’ Union 
has re-insured itself in the market 
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Overheard in Manhattan: 






\, PITTSBURGH 


“Dp: ‘ 9 : 
Pittsburgh National? That’s the new bank LATION AL. 


formed by Peoples First and Fidelity Trust. 
Resources of almost a billion.” 
Capital and Surplus . . $81,000,000 Pittsburgh 30 * 
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Pennsylvania 











against possible liabilities to the tune 
of £500,000 ($1,400,000). 

Farmers will pay the Corporation 
a minimum of % per cent a year 
for this service. Those who can al- 
ready borrow freely from the banks 
will therefore have little to gain from 
using it. But for less credit-worthy 
farmers it will mean a great saving 
in interest costs. The total volume 
of trade and installment credit taken 
out by farmers is estimated at £120 
million ($336 million) and on this 
they pay an average of 12 per cent 
interest. This compares with five per 
cent on bank loans. It will therefore 
pay farmers to switch from other 
types of credit into bank loans. 

Credit corporation guarantees will 
not however be obtainable for the 
asking. They will be given only to 
support agreed development pro- 
grams. To obtain support a borrower 
will have to agree to seek farm man- 
agement advice and to keep simple 
accounting records. 


° e ° 


New Johannesburg Stock 
Exchange Building in 1960 


The new Johannesburg Stock Ex- 
change, which is to cost £500,000 
($1,400,000), is already rising on the 
site of the old, and should be ready 





Proposed stock exchange building 
being built in Johannesburg 


Future South African landmark 


for occupation at the end of 1960. 

Meantime, the Johannesburg Stock 
Exchange is functioning in tempo- 
rary premises in Protection House, 
51, Fox Street. 

The new building will be 13 stories 
high and will have its entrance on 
Hollard Street. The major stock ex- 
changes of the world were studied 
by the architects before they began 
their blueprints, and the latest ad- 
vances in lighting, acoustics, and air 





SEATTLE At the gateway to 


tomorrow’s world of trade in the Pacific Rim® 
countries—National Bank of Commerce of 
Seattle, serving today’s needs and anticipating 
ithe developments that will make tomorrow. 
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conditioning will be incorporated. 

The trading hall—the focal point 
of the exchange—will be on the sev- 
enth floor and will cover an area of 
6,000 square feet. It will rise impres- 
sively through the eighth and ninth 
floors. : 

Next to the trading hall there will 
be a post office for the use of all ten- 
ants. Its special feature will be a 
cable line direct to the London Stock 
Exchange. Cables from London will 
be delivered without delay to mem- 
bers on the “floor.” A stockbrokers’ 
safe deposit room will adjoin the post 
office. 

Office accommodation for brokers 
will occupy all but the ground, and 
the fifth, sixth and seventh floors, 
and will have immediate communica- 
tion with the market. Certain suites 
will include a strong room, a clients’ 
room, a scrip office and general and 
private offices. 

It is proposed to lease the ground 
floor to banks. The foyer will carry a 
Translux machine flashing the latest 
prices to the public. 


+ s ° 


Duteh Drive-in Bank 


The first Dutch drive-in bank was 
opened late in October at the Hilver- 
sum branch of the Nederlandsche 
Handel - Maatschappij (Netherlands 
Trading Society). 

The drive-in window was installed 
in one of the walls of the office on a 
one-way street. The driver sets his 
deposit or withdrawal slips and pass- 
book into the tray and gives his in- 
structions to the teller by micro- 
phone. After she handles the paper- 
work the passbook is placed in the 
tray and it is returned to the cus- 
tomer. 

The photograph below shows Hil- 


Dignitaries dedicate unit 
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JUNE PORTER, Winner of 
Mosler’s 1959 Miss Drive-In Teller 
Contest. She is one of the charm- § 
ing tellers at Mercantile Bank @ 


& Trust Company, Kansas City. 


HERE'S THE GIRL YOU ELECTED 


‘ 


MISS DRIVE-IN TELLER 1959 


It was a close race. With the three 
lovely finalists you met at the 
ABA Convention, it had to be 
close. Gwen Clark, representing 
the United States National Bank 
of San Diego, and Grace Brown, 
representing the Trust Company 
of Georgia, can be proud of the 
showing they made. But, there 
can only be one queen. And you 


December, 1959 


elected June Porter Drive-In 
Teller at the Mercantile Bank 
and Trust Company of Kansas 
City, Missouri. As Mosler’s 1959 
Miss Drive-In Teller, this former 
model and mother of twins will 
receive an all-expense-paid vaca- 
tion for two at the Plantation 
Inn, Ocho Rios, Jamaica, B.W.I. 

June and all the other entrants 


for the title of Miss Drive-In 
Teller symbolize the growing 
popularity and vitality of auto- 
motive banking in America. 
Mosler is proud of its part in 
pioneering auto-banking. 


THE MOSLER SAFE COMPANY 


320 Fifth Avenue, New York 1, N.Y. 
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versum’s burgomaster, inaugurating 
the system, as branch manager Faber 
looks on. 
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Historie Interest 

The English, Scottish & Austra- 
lian Bank Limited, one of Australia’s 
leading trading banks, has been ad- 
vised by the National Trust of Aus- 
tralia (Victoria) that seven of its 
bank buildings have been listed by 





Geelong branch, E.S. & A. Bank 


Cited for architectural merit 


the Trust as being of great historical 
and architectural value. 

The National Trust, a voluntary 
body of leading citizens, seeks to 
preserve all buildings and places of 
historical and architectural interest 
in the State of Victoria, and to that 
end has classified and listed those of 
outstanding merit. 

The bank’s chief office in Mel- 
bourne, Australia, renowned for its 
external and internal beauty, is high 
on the list, as are two other city 
branches at 90 Bourke Street, and 
Carlton. 

The remaining E. S. & A. Banks 
on the list are in country areas: the 
Geelong branch, shown above, erect- 
ed in 1853; Bendigo, 1873; Wanga- 
ratta, 1874; and Beeac, 1888. 

The Bank is proud that so many of 
its buildings are among the limited 
number selected by the Trust. It 
has spent considerable sums on work 
of a restorative nature and for in- 
ternal improvements. 


a + * 


Planning Consultant Firm 


A Common Market financial plan- 
ning consultant firm has been formed 
in Brussels for the primary purpose 
of fostering projects originating 





with the 
Fund. 

Called the Association Europeenne 
des Societes d’ Etudes pour le De- 
veloppement, the new venture will in- 
clude such participants as: the So- 
ciete Generale d’ Etudes et de-Plani- 
fication, Italconsult, and .-several 
Belgium concerns, headed by the 
Bureau Courtois and the Bureau d’ 
Etudes du Baron Coppee. 

Nedeco, a Dutch firm, is expected 
to join the group later, and German 
participation is also sought. 


European Development 
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London Exchange Clamps 
Down on Dud Checks 

The London Stock Exchange has 
clamped down on applications for 
new issues covered by “dud” checks. 

This follows some recent incidents 
in which a few investors have been 
overeager to “stag” new issues; in 
their enthusiasm they have each sent 
in many different application forms 
accompanied by checks for total 
amounts far greater than their bank 
balances could stand. 

One company involved in a new 
issue has reported a case where a 
man posted 162 different checks with 
a total value of over £160,000 
($448,000), none of which could be 
cashed. 

One suggestion for dealing with 
this problem is to pay in all the 
checks that accompany application 
forms for a new issue. If followed 
this would effectively discourage 
tricksters and allow investigations to 
be made before allocating the new 
issues among applicants. But in the 
case of a nationwide issue attracting 
many thousands of investors the 
clerical work might be prohibitive. 

Where application forms are sent 
directly by individuals there is little 
the Stock Exchange Council can do 
to help; but where they are made 
through a broking firm it has been 
decided that the firm must bear some 
measure of responsibility. 


* o ° 


Personal Loans in Holland 


The marked success of the personal 
loan business in the United States 
has had little effect upon its pro- 
motion in Holland. De Twentsche 
Bank and Amsterdamsche Bank, 
which have been offering these loans 
for a little over one year now, report 
low volume on these loans. 

One of the reasons for the low 
activity in the field is that the banks 
are not publicizing it too extensively. 
They have preferred to start cau- 
tiously, and have established some 
relatively high standards which the 
prospective borrowers must meet. 
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Under the bank programs, the bor- 
rower can obtain from 500 to 4,000 
guilders ($131 to $1,048) at 5 per 
cent discount for an average period 
of 18 months. These are non-secured 
loans, requiring only references, and 
credit life insurance is included. Bor- 
rowers must be between 25 and 55 
years of age, and the loans are 
granted on the basis of the debtor’s 
income. 

During the first year’s operation, 
the banks indicated that about 37 per 
cent of the loans were being made 
for furniture, 19 per cent for durable 
consumer goods, 6 per cent for home 
improvements, 4 per cent for clothing 
purchases, and the remainder on such 
items as doctor bills, education, and 
the like. 

As in other countries, the house- 
wife seems to be of prime importance, 
for she takes the initiative in acquir- 
ing the loan and sees that payments 
are made regularly, said bank spokes- 
men. 

& * = 


Midland Bank Offering 
Small Business Loans 


Midland Bank has added another 
new feature to its rapidly-expanding 
customer service program. The latest 
entry is a term loan program for 
small business at charges only 2 per 
cent above Bank Rate (currently 4 
per cent). 

Under the new plan, based on rec- 
ommendations of the Radcliffe Com- 
mittee, the London, England, insti- 
tution will grant credit-worthy in- 
dustrial and commercial customers 


Program quite flexible 










Term 
Loans 


Another New Service 


from lhe 


Midland | 
Bank — 
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leans up to £10,000 ($28,100) for 
three to five year periods. These 
funds are to be used for the purchase 
or improvement of plant and equip- 
ment. The bank intends to be quite 
flexible in its program, indicating 
that ceilings on amounts and terms 
would be extended where possible, 
even up to 10 years or more when 
warranted. 

Repayments are to be spread over 
the period of the loan, with interest 
and principal being debited to the 
borrower’s account every six months. 
Unlike the normal bank overdraft, 
the small business loans are not re- 








payable-on..demand unless the bor- 
rower falls in arrears on his install- 
ments. However, the prevailing rate 
on overdrafts;runs 1 per cent lower 
per annum. 

The small business loan service is 
the fourth major program intro- 
duced by Midland during the past 15 
months. Personal loans made their 
bow in August, 1958, followed by 
personal cheque accounts the next 
month. In August of this year, the 
Bank unveiled its long-term loan 
plan for farmers, and last month it 
added the small business loan service. 
Each move has been well received. 





IMPERIAL BANK 


OF CANADA 


Condensed 85th Annual Statement 
October 31, 1959 


ASSETS 


N.H.A. mortgages. ......++. 
Bank premises..........+.+. 


LIABILITIES 


Deposits. ooo ccccceccvcece 
Letters of credit and other liabilities....... 
in dioh cathode $ 956,307,887 
Capital, rest and undivided profits........ 


Total liabilities to the public 


STATEMENT OF EARNINGS 


eeeeeeeeeeee 


Letters of credit and other assets.....se¢. 


eeeeeeeeeeee $ 152,670,964 


277,813,297 





ee eccecccce - $ 430,484,261 


490,421,967 
55,456,875 
17,742,850 
17,401,593 

$1,01 1,507,546 





seeee eccceee $ 934,959,671 


21,348,216 





55,199,659 
$1,01 1,507,546 





Profits after making transfers to inner reserves 


and after income taxes $3,966,000 ... §$ 
Diidatied scot csadecsvone 


Undivided profits brought forward. ....... 


Transfer to rest account..... 


Balance of undivided profits 
STATEMENT OF REST 


Balance October 31, 1958.. 
Transfer from undivided profits 
Premium on capital stock subscription. ...... 
Balance October 31, 1959.. 


4. S$. PROCTOR, 
President 


3,691,174 
2,237,259 
$ 1,453,915 
1,718,401 
$ 3,172,316 
1,600,000 
1,572,316 











32,000,000 
1,600,000 
6,620,507 

40,220,507 


eeeeeeeeeee 





H. W. THOMSON, 
General Manager 


IMPERIAL 
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BANK COVERS CANADA AND NORTH TO THE ARCTIC 


Through one of the world’s larger banks, any U. S. 
banker can be in quick touch with local conditions 
in almost any Canadian village, as well as with every 
major city in our country. Our more than 800 branches 
are located from ocean to ocean—from St. John’s, 
Newfoundland, northwest to Inuvik in the high 
Arctic—the northernmost bank in the New World 
—and west to Port Alberni, on Vancouver Island. 


Whether it occupies the tallest building in the 
British Commonwealth, or a trailer in a new oil field 
or mining settlement, each of our offices is staffed 
to assure prompt, dependable banking services. You 
are invited to make use of our information facilities 
for the benefit of your own customers. Write to 
our Business Development Division—Head Office: 
Toronto, Canada. 


In Canada, it’s— 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 1, CANADA 
More than 800 Branches across Canada 


Branches also in London, England + New York * San Francisco * Los Angeles * Seattle * Portland, Ore. + Bridgetown, Barbados 
Kingston, Ocho Rios and Port Antonio, Jamaica * Port of Spain, St. James and San Fernando, Trinidad * Nassau, Bahamas 


Resident Representatives in Chicago, Illinois and Dallas, Texas 
European Representative, Zurich, Switzerland 
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CANADIAN BANKING 








Christmas Displays 

Canadian bank lobbies, small and 
large, usually have a Christmas dis- 
play during the holiday season. Most 
striking are those in the lofty head 
offices of the banks in Toronto and 
Montreal, where 30 to 40 foot Christ- 
mas trees reach to lobby ceilings. 

These huge evergreens, decorated 
with tinsel and baubles, with gaily 
decorated presents for staff members 
arranged at their bases, add color 
to the ever-bustling marble banking 
rooms. 

Where trees create too great a dis- 
play problem, other festive displays, 
such as large Christmas cards or 
diorama with religious motifs, are 
used. 


- Sd a 


Cite Broad Role of 
Trust Company Services 

Canadian trust companies offer a 
host of brochures illustrating their 
many services that range from 
savings accounts to marriage settle- 
ments. The Trust Companies Asso- 
ciation of Canada 
has also released 
a booklet on ques- 
tions and answers 
directed at the 
role of the trust 
compan.’ in Cana- 
dian life. 

Wills and 
estates largely ac- 
count for trust 
company busi- 
ness, and a num- 
ber of companies have printed book- 
lets to guide customers on the new 
inheritance tax which went into 
effect early this year. 

All the trust companies point out 
the importance of making a will, and 
list their services in this regard, in- 
cluding that of “stand-by” attorney. 
A booklet, “A Practical Way to Plan 
Your Will,” has been prepared by the 
Royal Trust Company. 

Typical of the booklets on services 
is that of the National Trust Com- 
pany outlining “Service for You and 
Your Family.” These include custo- 
dianship service, executor of estates, 
estates and will planning, trustee 
under wills and living trust, guard- 
ianship of property for minors, real 
estate, safety deposit facilities, as 
well as savings accounts, guaranteed 
investment certificates and the han- 
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By JAMES MONTAGNES 
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Gay Bank of Nova Scotia lobby 


dling of travelers’ cheques. For busi- 
ness firms, the company offers cor- 
porate trust services and employee 
benefit plans. 

About 40 trust companies operate 
on- a national basis with offices 
throughout Canada or in more than 
one province, while a number of 
firms operate only within one prov- 
ince. se 
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Charting Canada’s Course 

Economic newsletters are dis- 
tributed by a number of banks on a 
monthly basis. For the most part 
dealing with general economic de- 
velopments in Canada, some deal with 
specific topics in their four to eight 
page bulletins. Brief reference is 
made in many of the letters on U.S. 
and British economic developments, 
and others handle phases of the econ- 
omy on a world basis with emphasis 
on Canadian interest. 

Regularly issued are the Com- 


mercial Letter of the Canadian Bank 
of Commerce, the Business Review 
of the Bank of Montreal, the Monthly 
Review of the Bank of Nova Scotia, 
Spotlight on Canada of the Mer- 
cantile Bank of Canada, and in 
French, the Bulletin Mensuel of the 
Banque Canadienne Nationale. 
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Banking Explained 


To aid in the teaching of commer- 
cial subjects, the Canadian Bank of 
Commerce supplies schools with com- 
plete sets of all forms used in the 
normal course of banking business. 
The supplies are available to schools 
throughout Canada from the bank’s 
Toronto head-office. 

In. addition to these forms, the 
Canadian Bank of Commerce has 
also issued a small booklet explaining 
all the different banking forms. This 
booklet is also available to the bank’s 
customers for use at home or carry- 
ing in a lady’s purse. 

For general school use, the bank has 
published a natural resources map of 
Canada, complete with drawings of 
historical developments in the fish- 
ing, fur trading and mining indus- 
tries, and distributed bookcovers for 
school textbooks. The bookcovers fea- 
ture a map of Canada and the United 
States. 
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Branch Office Openings 
Two branches have been opened re- 
cently by the Royal Bank of Canada. 


In Vancouver shopping center 
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Royal Bank of Canada branch, Cuidad Trujillo, Dominican Republic 


The first is located in the Oakridge 
Shopping Center at Vancouver, B.C., 
where entry is made from a covered 
mall serving the shopping center’s 
41 stores (See page 79). 

The second branch is at Ciudad 
Trujillo in the Dominican Republic, 
where the new branch is part of a 
shopping block. This is the bank’s 
third branch in the Republic’s cap- 
ital, and its seventh in the country. 
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Personnel Changes 

William T. G. Hackett, assistant 
general manager at the head office of 
the Bank of Montreal, has been ap- 
pointed to special executive duties, 
but will continue to supervise head 
office investments. He was formerly 
the bank’s economic advisor from 
1945 to 1952, and began his invest- 
ment career in 1928. 

Succeeding Mr. Hackett is T. Den- 
ton Lewis, superintendent of the 
securities department of the bank 
since 1954. He is now assistant gen- 
eral manager of the securities de- 
partment, and has been with the 
bank for 30 years. 

William D. Small, a member of the 
Bank of Montreal’s securities depart- 
ment since 1948, has been promoted 
from assistant superintendent to su- 
perintendent of the department. 
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New Mortgage Firm 

The Commonwealth Mortgage & 
Savings Corporation has been formed 
at Ottawa, Ontario, with authorized 
capital of $2 million. The firm issues 
first mortgages for business and 
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housing construction. The company 
will accept savings deposits and issue 


. market debentures. Its offices are 


located at 270 Laurier Avenue West, 
Ottawa. Michael Greenburg is presi- 
dent of this, the first mortgage and 
savings company formed in Ontario 
since 1899. 
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New Bank Booklets 

Two booklets have recently been 
offered by the Bank of Montreal. One 
deals with personal and business tax- 
ation by the Canadian federal and 
provincial governments. This 40-page 
booklet deals with all aspects of 1959 
taxation for Canadians and others. 

The second booklet lists Canadian 


Federal, Provincial taxes 
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funded direct and guaranteed loans 
of the federal and provincial govern- 
ments. This 54-page booklet gives 
data on such investments up to the 
end of June, 1959. 


+ ® * 


Farm Booklet 

The Canadian Bank of Commerce 
has issued another in its series of 
farm booklets. This brochure, en- 
titled “Managing the Beef Breeding 
Herd,” covers all phases of beef herd 
development in copy and cartoons. 
Advertising is confined to the back 
cover which carries the bank’s name, 
and the inside back cover where other 
booklets in the series are listed. 
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Display Tells Story 

A new type of animated color dis- 
play, resembling a big television 
screen, has made its appearance in 
a number of branches of the Bank of 
Nova Scotia. The display projects a 
story in cartoon sequences, and when 
placed in a bank’s foyer or window, 





Cartoon bank service story 


presents an entertaining sales story. 

A dise containing eight color slides 
automatically revolves in a spindle 
inside the TV-like piece of furniture. 

The bank has prepared a series of 
four complete stories to be presented 
in the display. Each story concerns a 
particular service offered by the 
bank. 
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Budget Guide 


A novel pocket guide for family 
spending has been devised by the 
Bank of Nova Scotia in the form of 
a circular chart. The top figure in 
the chart shows the monthly take- 
home pay, and the circular guide in- 
dicates how this sum can be divided 
for families of various sizes into the 
basic needs of food, shelter, home 
operation, clothing, transportation 
and for planned savings. 
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nd THE BANK THAT LOOKS AHEAD 
4 104th Annual Statement 
4 Comparative and Condensed 
k AS AT OCTOBER 31 | 
« Assets 1959 1958 
Coli Meso «= - «© + * ** $ 252,552,861 $ 278,806,381 
Securities att, gt eae 457,256,898 556,968,137 
Py Oe er ss a etn 172,045,238 177,103,240 
‘ ol Total Quick Assets - + + * ° $ 881,854,997 $1,012,877,758 
n a ¥,.. Coste ow eet 760,542,271 626,637,247 
n i N.H.A. Mortgage Loans - + + ¥ 101,213,660 66,540,437 
: Bank Premises . go ee 24,653,029 22,415,037 
. Acceptances and ‘duises of Credit . ete 21,146,594 14,506,213 
, eh a a ‘ 532,977 672,694 
$1,789,943,528 $1,743,649,386 
Liabilities 
Deposits. +. + °* ‘ . . $1,678,043,773 $1,653,957,844 
x Other Liabilities .  - 5 tae 7,552,817 6,222,438 
wee 4 Total Liabilities to the aus. . . 1,685,596,590 1,660,180,282 
4 Acceptances and Letters of Credit. - > 21,146,594 14,506,213 
Cophel Pabb Up. # ose. 24,000,000 20,121,688 
Rest Accoemt.. 2s ee . 57,600,000 48,292,050 
Undivided Profits gies de on i 1,600,344 549,153 
$1,789,943,528 $1,743,649,386 
Statement of Undivided Profits 
Fiscal Years Ended October 31 1959 1958 
Profits after depreciation and after making 
transfers to Contingency Reserves. $ 11,402,929 9,796,351 
im nee tae: ee 5,940,000 5,050,000 
Mat Peelt 5 wo ea 5,462,929 4,746,351 
ae: Dist. os es ee 4,171,787 2,800,000 
: Extra Distribution . + + °* 239,951 400,000 
 . Ee Undivided Profits . Bess 1,051,191 1,546,351 
| a Undivided Profits Brough Sones he oe 549,153 1,002,802 
1,600,344 2,549,153 
Transferred to Rest Account . + > 2,000,000 
Balance of Undivided Profits . 1,600,344 549,153 
A. C. ASHFORTH, A. T. LAMBERT, 
President Head Office: Toronto General Manager 
ae 
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THE BOOKLET COUNTER 








Beef Production . . . One of the 
Federal Reserve banks recently pub- 
lished an excellent study on financing 






Financing 
Beef Production | 
Systems 




















Federal Reserve Bank of Kansas City 


Big business of farming 


beef production systems that should 
be of interest to all banks serving 
farmers in cattle country. Aimed di- 
rectly at farming operations within 
the bank’s district, the booklet con- 
tains information of value to all 
areas. After briefly discussing the 
financing of this area of farm pro- 
duction, the booklet explains methods 
and requirements of cattle raising, 
discusses beef cow herds, and details 
important points in pasture feeding, 
drylot feeding and commercial feed- 
ing. 


125 Service Points . . . A Con- 
necticut bank’s investigation of its 
own banking services resulted in a 
cleverly-edited promotional piece that 
attracts both customer and potential 
customer attention to the many ways 
that the bank can serve their needs. 
Each of the 125 services are listed 
independently and briefly explained 
under the general department head- 
ing such as checking accounts, loan 
department, personal trust, savings 
and safe deposit services. The book- 
let’s theme tied-in with the bank’s 
125th anniversary. 


Protected Payment Plan . .. The 
continued growth of consumer credit 
has been accompanied with a like in- 
terest in insurance programs created 
to protect both the lending institu- 
tion and their borrowers. A particu- 
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lar plan offered by a large Chicago 
insurance firm is discussed in some 
detail in this 1l-page booklet. After 
an explanation of the plan, the au- 
thors outline operating aspects of the 
program and explain the coverage, 
underwriting, premium, and promo- 
tional aids offered in the package of 
insurance. 


Consumer Finance . .. A na- 
tional consumer finance organization 
has compiled facts and figures on this 
rapidly-expanding field of financing. 
Consumer finance is studied in light 
of the U. S. economy by the organi- 
zation’s researchers who bring to 
readers an explanation of this type 
of credit, and who reveal the users 
of this financing. The booklet also 
contains an outline of the operations 
of the consumer finance business, and 
tells a short story about the associa- 
tion’s principles and organization. 


Urban Renewal . . . Banker at- 
tention and participation in urban 
renewal programs throughout the 
country presupposes an interest in 
this attractively-presented, 40-page 
handbook aimed at attracting citizen 
support of property improvements. 
The bcoklet draws heavily upon the 
experiences of organizations and 
cities which have undertaken re- 
newal programs. Its authors have 
listed a seven-part program for initi- 
ating and sustaining citizen support 
which involves everything from cre- 
ating community concern to picking 
a pilot project. Single copies are 
available. 


Vacation Planning . . . Trust 
officers may be interested in this 
syndicated five-page brochure that 
outlines steps to be taken to guard 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply wary Bo requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











a person’s estate while he is on vaca- 
tion. The booklet might be of partic- 
ular use during the coming season so 
popular for winter vacationing. The 
booklet points out to the bank cus- 
tomer the importance of checking his 
will and protecting his securities be- 
fore embarking on a worry-free trip. 


Marine Financing . . . Continued 
high interest among bankers in boat 
financing has prompted a marine 
equipment manufacturer to publish 
this informative booklet on banking 
experience and methods in this field. 
The booklet discusses retail and 
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Bank financing tips 


wholesale financing volumes and il- 
lustrates financing operations at var- 
ious banks throughout the country. 
Case histories provide many ideas 
on promotions that a finahcial insti- 
tution can follow to increase interest 
in the popular boating field. 


Farmers Tally Book ... A handy 
tally book for the farm owner has 
just been released by a large insur- 
ance firm. Directed at farm borrow- 
ing customers of the firm, the pocket- 
size reference book contains many 
helpful points of information for the 
farmer, such as land measurement 
and identification methods, hints on 
concrete work, tables of weights and 
measures and measurement of feed. 
Of particular interest are pages de- 
voted to the amount of money that a 
farmer can safely borrow and a “do- 
it-yourself loan analysis” to be com- 
pleted by the farmer seeking credit. 
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Every Title Insurance and Trust Company Policy is backed by... 


@ a sound, conservative management. 

@ assets of over $75,000,000. “Since 1893” 
@ complete land records. 

@ America’s largest staff of title specialists. 


@ over 65 years of experience. Title Insurance and 
No wonder a safe, dependable T./. policy is California's Trust Company 


best safeguard for buyers, builders, sellers and lenders. 45S SOUTH SPRING STREET, LOS ANGELES 64 
MAdison 6-2411 


TITLE INSURANCE AND TRUST COMPANY OPERATES THROUGH BRANCHES, AFFILIATES AND SUBSIDIARIES IN 30 CALIFORNIA COUNTIES, AND 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Stop Payment 

When the payee of a check knows 
of a stop payment order before the 
check is presented for final payment, 
he has no right to retain the pro- 
ceeds even though the drawee bank 
paid the check by mistake. The U.S. 
District Court for Southern New 
York made the ruling despite the 
fact that the payee did not know of 
the stop payment order when he de- 
posited the check in his bank. The 
court handed down its ruling be- 
cause, under New York law, the 
payee’s restricted endorsement, “For 
Deposit Only,” meant that the payee’s 
bank merely became an agent for 
collection of the check and not the 
owner. 

The defendant (the payee) had 
sold a building which entitled him 
to a $50,000 commission. He took 
$25,000 at the settlement and a post- 
dated check for the balance which 
was drawn on the plaintiff bank. The 
payee then deposited the check in his 
own checking account at his bank. 

Through a clerical error, the plain- 
tiff (drawee) bank paid the check. 
When it discovered the error, the 
drawee bank wired the payee’s bank 
only to find that payment had already 
been made to the defendant. The 
drawee bank then restored the $25,- 
000 to its depositor’s™ account and 
demanded payment from the defend- 
ant, who refused. 

The court said: “If the payee’s 
bank merely acted as an agent for 
collection of the check, the knowledge 
of the payee prior to presentment 
for payment would be effective to 
preclude payee’s right to retain the 
proceeds of the check. On the other 
hand, if the payee’s bank became a 
holder in due course through a nego- 
tiation of the check, then it would 
seem that the payee’s knowledge 
would not be chargeable to the 
payee’s bank, and the general rule 
would apply. 

“Where a commercial paper is de- 
posited for collection and where the 
facts show no other intention or 
agreement, the general rule is that 
the depositor retains title to such 
paper.” 

The type of endorsement involved 
under New York Negotiable Instru- 
ments Law is interpreted to mean 
that the bank merely becomes an 
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agent for the collection of the note 
and not the owner. 

The Court concluded: “The real 
substance of this dispute involving 
the payment of $25,000, is between 
the defendant and State-Wide Prop- 
erties, Inc. Although the defendant 
may have a valid and meritorious 
argument in the dispute with State- 
Wide, he may not shift the burden 
of his lawsuit to an innocent party, 
the plaintiff in this action, by retain- 
ing the proceeds of this check.” 


National Bank v. Schwartz, 175 
F.Supp. 74 (1959) 
° * * 


Defense of Illegality 
Unavailable to Depository 

The Court of Appeals of New York 
ruled that the defense of illegality 
cannot be used by a defendant bank 
in an action to recover the proceeds 
of an illegal transaction by one of 
the parties involved. In handing 
down its ruling, the Appeals Court 
reversed an earlier State Supreme 
Court decision. The case involved 
two Italian importing firms, a bank, 
a purchasing agent, and an Amer- 
ican rag exporter. 

An Italian firm which did not have 
a license to pay dollars for its im- 


ports from the United States made 
an agreement with another Italian 
firm, which was licensed, to pay the 
purchasing agent for the articles it 
wished to import. The licensed Ital- 
ian firm had a permit to pay dollars 
to the rag exporter. 

The contract provided that the un- 
licensed Italian firm would pay lire 
to an Italian bank for the account of 
the firm that had the license. The 
Italian bank would then transmit a 
credit for the dollar equivalent of the 
lire to the defendant New York bank 
“in favor of” the rag exporter. In 
advance of the transfer, the rag ex- 
porter would assign the dollars to 
the purchasing agent who had en 
account with the New York bank. 
The rag exporter never had an ac- 
count at the defendant bank in his 
own name. In substance, the transac- 
tion consisted of the purchase of 
American dollars in Italy and the 
transfer of a license which allowed 
dollars to be sent to the United States 
for a specific product. 

To carry out the arrangement, the 
licensed Italian firm obtained a letter 
from the rag exporter which was ad- 
dressed to the New York bank. The 
letter instructed the bank to pay the 
purchasing agent the money it was 
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in Central America and the Caribbean. 
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to receive from Italy but which would 
be placed in the rag exporter’s ac- 
count. The letter further instructed 
the bank to treat the instruction to 
pay the purchasing agent as “irre- 
vocable and without recourse what- 
soever from my part.” 

After he received the letter, the 
purchasing agent verified the rag ex- 
porter’s signature at the New York 
bank. He then informed the unli- 
censed Italian firm that he was in- 
debted to it in the amount of $37,222. 

When the New York bank received 
a cable from Italy instructing it to 
pay the rag exporter, the bank did 
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SORTKWIK ° 
The Modern Aid to Handle Papers Faster 


Old-fashioned rubber fingers or messy 
sponges handicap finger dexterity 
where it counts the most—operating 
your automated office machines. 

With Sortkwik Operator picks up 
papers as fast as dexterity permits. 
Just a touch on fingertips creates a 
greaseless, stainless, tacky film . 
makes it easy to pick up papers of all 
kinds. Even new currency, smooth- 
finish papers, index cards, NCR paper 
are a cinch to handle with SorrKwik. 

Wherever paper handling is a prob- 
lem, you'll find that SortKwiK helps 
do the job faster, more conveniently. 
Thousands of businesses have been 
using this handy fingertip preparation 
for years as a staple office supply item. 

Why not try it in your office and 
find out how clerical production goes 
up while clerical costs go down? 


onty 50¢ each at YOUR STATIONERS 
or mail coupon direct? to 


1LEE PRODUCTS COMPANY | 


DEPT,B-12, 2736 Lyndale Ave. So. © Mpls. 8, Minn. 


(_] Please send me 2 regular size containers | 
for $1.00 postpaid. 
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not understand that the money was 
intended for the purchasing agent 
and paid the rag exporter himself. 
At the same time, the bank informed 
the exporter that if the funds in- 
volved were those intended for the 
purchasing agent, he (the exporter) 
could endorse the check and turn it 
over. The exporter absconded with 
the funds and the New York bank 
refused to pay the purchasing agent 
when he demanded his money. 

The jury returned a verdict for 
the purchasing agent but the trial 
court set aside the verdict on the 
basis of the illegality of the arrange- 
ment and that the plaintiff was an 
alter ego subsidiary of the unlicensed 
Italian firm. 

The Appeals Court said: “It is well 
settled in this State ‘that a party 
to an illegal contract cannot ask a 
court of law to help him carry out 
his illegal object, nor can such a per- 
son plead or prove in any court a 
case in which he, as a basis for his 
claim, must show forth his illegal 
purpose.’ . . . To this well-estab- 
lished principle of law, however, 
there is an equally well-established 
exception. If a party to an illegal 
transaction turns over money or 
property to a third person for the 
use of the other party to the trans- 
action, the latter can enforce the ex- 
press or implied promise or trust of 
the third party to turn over the 
money or property, notwithstanding 
the fact that he could not have en- 
forced payment or delivery by the 
party who voluntarily made the pay- 
ment or deposit. A mere agent or 
depository of the proceeds of an il- 
legal transaction will not be permit- 
ted to assert the defense of illegality 
in an action to recover the proceeds 
by a party to the illegal transaction.” 

Pointing out that the defendant 
was merely a conduit through which 
dollars were to be passed from one 
principal to the plaintiff as the alter 
ego of the other principal, the court 
said that it had no beneficial interest 
in or claim to the money and its posi- 
tion was that of a depository only, 
and the defendant by reason of its 
own negligence and in breach of its 
agreement, paid the wrong party. 
This was not a suit to consummate 
an illegal bargain, but to enforce an 
independent promise or trust to pay 
over the proceeds. 

The court said it did not see how 
the language in the Bretton Woods 
Agreement: “Exchange contracts 
which involve the currency of any 
member and which are contrary to 
the exchange control regulations of 
that member maintained or imposed 
consistently with this Agreement 
shall be unenforceable in the terri- 
tories of any member,” affected the 





New York common-law rule prohibit- 
ing an agent or depository from as- 
serting a defense of illegality. which 
the principals have elected to waive. 

Two judges dissented. 

“. . . it would seem that this de- 
fendant, had it learned the purpose 
for which this assignment was made, 
could have refused to recognize that 
document and could have stood on its 
right not to aid in carrying out an 
essentially illegal transaction. That 
being so, its position is not made 
worse by the fact that by error or 
negligence it paid out the money to 
the assignor instead of holding it for 
the assignee and thus rounding out 
the whole forbidden transaction.” 
Southwestern Shipping v. .. . Na- 
tional Bank, 160 N.E. 2d 836 (1959) 
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Certificate of Title Act 


In a conflict between an innocent 
purchaser of a motor vehicle in Colo- 
rado and an equally innocent mort- 
gage holder in Texas, the Supreme 
Court of Colorado held in favor of the 
mortgage holder. The conflict in- 
volved the perfected lien noted on the 
certificate of title in Texas as against 
a Colorado certificate of title free of 
notation of lien. 

It was stipulated that the mort- 
gage was a valid lien under Texas 
law. The Supreme Court of Texas 
and the Supreme Court of Colorado 
adhered to the so-called comity rule. 

One section of the Certificate of 
Title Act provides: “The certificate 
of title shall be prima facie evidence 
of all of the matters therein con- 
tained; and, that the person in whose 
name said certificate is registered is 
the lawful owner of the vehicle there- 
in described.” 

But the court found that the prima 
facie force of the Colorado title was 
in the present circumstances over- 
come by the proof of the plaintiff’s 
pre-existing lien and that the section 
did not purge the title of prior de- 
fects but simply gave it a prima facie 
standing. 

In the present case, a Texan took 
a mortgage on the motor vehicle 
which was noted on the face of the 
Texas title. The purchaser took the 
vehicle to New Mexico and by means 
of a false affidavit obtained a certifi- 
cate of title which contained no nota- 
tion of the original lien. He then sold 
the car to a third party who took it 
without notice of the mortgage. In 
turn, the vehicle was sold to the de- 
fendant in Colorado who was also an 
innocent purchaser for value. 

The court said the express policy 
of the Certificate of Title Act was 
against secret liens arising in for- 
eign states and it protected an inno- 
cent purchaser who had relied upon 
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AUTOMATIC 
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With counter space 
at a premium, this 
small, extremely ef- 
ficient, electrically 
operated Model 502 
is invaluable to 
tellers. 


When single key 
depression is pre- 
ferred and conser- 
vation of counter 
space is not import- 
ant, the Model 500 


is an ideal choice. 


When a single unit 
combining both a 
keyboard and coin 
dispenser for direct 
delivery of coins is 
desired, the Model 
450 is the perfect 
answer. 


If counter construc- 
tion will not permit 
the use of some 
other model or it is 
desired to have 
tellers personally 
hand coins to cus- 
tomers, then Model 
350 will fill the 
need completely. 
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CAS HIER 


SIZE WITH INSTANT ELECTRIC KEY ACTION 


With counter space at a premium, the small, extremely effi- 
cient, electrically operated Model 502 Brandt Electric Automatic 
Cashier is invaluable to tellers. It consists of two units, a coin 
dispenser and a keyboard. The keyboard may be used anywhere 
desired in the teller’s work area including the cash drawer. 
When the keyboard is placed in the cash drawer the Model 502 
requires less than half as much space on the counter as other coin 
paying machines. Instant payments can be made with the Model 
502 because of the simplicity of the keyboard. Instead of search- 
ing among 99 keys, as on other machines, for the proper key, the 
teller makes the selection for a payment from only 19 keys. It’s 
as easy as that! Keys are instantly located. 


Also available is the Model 500 Brandt Electric Automatic 
Cashier which too is made up of two units, a coin dispenser and 
a keyboard. This machine differs from the Model 502 in that 
the keyboard has a full range of keys from 1¢ to 99¢ inclusive, 
thus requiring the depression of only a single key to make a 
coin payment. 

Still more electrically operated Brandts available are the 
Models 350 and 450 combining the coin dispenser and full key- 
board into a single unit. For further information regarding these 
machines see the illustrations and descriptions thereof to the left. 

In addition to the above Brandts, .there are also manually 
operated machines similar in design and operation to the Models 
350 and 450. 

Among the several types of Brandt Automatic Cashiers avail- 
able, there is one to fit every coin paying requirement. 

Other Brandt products include a Coin Sorter and Counter, 
Coin Counter and Packager and a complete line of coin wrappers 
and bill straps. 

A Brandt representative will be glad to give you further 
information regarding our products or, if you prefer, we shall 
write you giving full particulars. 


BRANDT AUTOMATIC CASHIER®CO. 
Watertown, Established 1890 Wisconsin 





87 








a local title issued, pursuant to a 
valid foreign title free of notation 
of lien. The purpose of the statute 
was to apprise a local purchaser of 
the existence of foreign lien, but un- 
der the present situation, the statute 
had no application, said the court, 
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STANDARD 


QUALITY STANDARD 
OF THE INDUSTRY... 


continues to serve: 
® Transportation ® Construction 
© Agriculture * Petroleum 
© Public Utilities * General 
Industry and Government 


better with Rockwell-Standard: 


¢ Axles * Transmissions 

* Torque Converters 

Leaf and Mechanical Springs 
Bumpers ® Cushion Springs 
Brakes * Forgings * Stampings 
Grating ® Universal Joints 
Executive Aircraft 


and recently added: 


* Lighting Standards 
e Gas and Liquid Filters 


DIVIDEND NOTICE 





The Board of Directors has today 
declared a regular quarterly dividend 
of fifty cents (50¢) per share on the 
Common Stock of the Company, 
payable December 10, 1959, to stock- 
holders of record at the close of 
business November 17, 1959. 


A. A. Finnell, Secretary 
October 26, 1959 


ROCKWELL-STANDARD CORPORATION 
Coraopolis, Pennsylvania 

















AIRCRAFT TITLE SEARCHES 


Fast, dependable service verifying own- 
ership and reporting all mortgages and 
liens shown by official CAA records 


AERO TITLE CO. 


910 17th Street N.W. Washington 6, D.C. 
NAtional 8-0994 

















within the innermost structure of the stock 
market, there lies a mixture of strange and 
powerful forces automatically generated by the 
market itself, whose action compels stocks to 
— upwardly and downwardly. —y of 
these forces and of their behaviour is absolutely 
essential to stock market success. Ignorance of 
them ipsofacto precludes market profits. We have 
just published the first book which deals ex- 
clusively with this action. Send $2.95 to INSTI- 
TUTE FOR ECONOMIC AND _ FINANCIAL 
RESEARCH, P. O. Box 538, GLOUCESTER, 
Mass., for your personal copy of ‘““‘THE SPECU- 
LATIVE SIGNIFICANCE OF THE INNER 
ACTION OF THE MARKET,’’ Satisfaction 
guaranteed. 
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and did not aid either party, since it 
applied only to a regular and un- 
fraudulent foreign title and its oper- 
ation was limited to the protection of 
a local innocent purchaser where the 
foreign title was issued without no- 
tation of lien. 

The language “No mortgage... 
on a motor vehicle, filed for record 
in any state other than the state of 
Colorado shall be valid and enforce- 
able against the rights of subsequent 
purchasers for value, creditors or 
mortgagee, having no actual notice 
of the existence thereof. If the cer- 
tificate of title for such vehicle, 
whether issued under the laws of this 
state or any other state, bears there- 
on any notation adequate to apprise 
a purchaser, creditor, or mortgagee 
of the existence of such mortgage at 
the time any third party acquires a 
right in the motor vehicle covered 
thereby, such mortgage and the 
rights of the holder thereof shall be 
enforceable in this state the same 
and with like effect as though such 
mortgage were filed in the state of 
Colorado and noted on the certificate 
of title . . .” said the court, was 
clearly designed to encourage other 
states to require notation as a means 
of protecting their citizens holding 
mortgages on motor vehicles and was 
not applicable to every conceivable 
fact situation. ... 

“. .. where the certificate of title 
presented to defendant was a product 
of fraud, the requirement of notation 
had no relevance since it could never 
come to the attention of defendant 
and therefore could not serve the ob- 
ject of the statute.” 

Federico v. Universal C.I.T. Credit 
Corp., 343 P.2d 830 (1959) 


* SO e 


Endorser’s Liability 


The District Court of Appeals of 
Florida confirmed a lower court rul- 
ing which held that an endorser with- 
out recourse was not liable for pay- 
ment of forged notes. The plaintiff 
(endorsee) brought suit against the 
defendant (endorser) charging that 
four promissory notes had _ been 
forged and demanded payment. 

But even though he had signed 
without recourse, the defendant cited 
a written agreement by which the 
plaintiff had agreed not to look to the 
endorser for payments on the notes. 

The court said: “One who endorses 
a negotiable instrument without re- 
course is a qualified endorser, and is 
not liable as an ordinary endorser 
for payment of the instrument. But 
he may be liable for breach of war- 
ranty, because even an _ endorser 
without recourse warrants (1) the 
genuineness and reality of the in- 
strument, (2) his good title, (3) the 





contractual capacity of prior parties 
and (4) a want of knowledge of any 
facts which would impair validity of 
the instrument, or destroy its value.” 

Even if the action had been for a 
breach of a warranty of genuineness, 
the express written agreement of 
non-responsibility would have viti- 
ated that warranty. Kisenman v. Ver- 
nell, 114 So. 2d 16 (1959) 


e * e 


Joint and Several 
Obligation 


Where a note contained the name 
of a company stamped on the signa- 
ture line, and the name of an in- 
dividual in handwriting, the Court 
of Appeals of Georgia held that the 
signature of the corporation and the 
signature of the individual were suf- 
ficient within themselves to bind 
each of them in the absence of any- 
thing appearing upon the face of the 
instrument to indicate that the in- 
dividual signed in a representative 
rather than in an individual capacity. 
Therefore the note was prima facie a 
joint and several obligation as be- 
tween the individual and the cor- 
poration. 

The note contained the following 
language: “April 20, 1958 after date 
we promise to pay to the order of 
Denrose Diamond Company eight 
hundred dollars” and, on the two sig- 
nature lines, containing the words 
“Timms Jewelry Co.” apparently 
placed there by stamp, and the words 
“Sidney Teicher” on the line below 
in handwriting. 

The Court pointed out that a print- 
ed signature or one lithographed on 
an instrument by the party signed 
by him is sufficient, providing he is 
duly authorized to sign. 

Katz v. Teicher, 107 S.E.2d 250 
(1959) 


® e a 


Negotiable Paper 


The Kansas City Court of Appeals 
affirmed its lower court in denying 
recovery against the signer of nego- 
tiable trade acceptances to their hold- 
ers in due course. 

In this action to recover on three 
negotiable trade acceptances in the 
face amount of $1,544, together with 
interest, the plaintiffs were a limited 
partnership under the laws of New 
York, doing business only in that 
state. The named payee was the 
Sterling Materials Company, a New 
York corporation. They were trans- 
ferred to the plaintiff before they 
were due. The payee was doing busi- 
ness in Missouri when it sold its 
material to the defendant in a trans- 
action which took place in Missouri, 
when the payee had an office there, 
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Burroughs F-5212 Dual Printing 
Accounting Machine 


Burroughs guaranteed trade-in allowance 
Burroughs economical lease plan 


Burroughs F-4232 Electronic Bookkeeping Machine 
with Automatic Reader 


Burroughs 220 Electronic Computer 





PLUS THIS PROTECTION AND DIRECTION FOR FUTURE NEEDS 


PRODUCTIVITY. When you go the Burroughs 
way, you select the best possible solution for 
your immediate data processing problems from 
Burroughs complete line. You enjoy the un- 
matched benefits offered by machines such as: 
Burroughs F-4232 Electronic Bookkeeping Ma- 
chine that automates account posting from form 
alignment and electronic account verification to 
new-balance printing and form ejection. 


Burroughs Automatic Reader, with the F-4232 
for automatic trial balance and balance transfer. 


The new Burroughs F-5212, first fully automatic 
accounting machine with dual printing: 


PROTECTION. All the while you’re assured by 
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your Burroughs Trade-In Guarantee that when 
the time comes to change or expand, you can do 
it at your own pace, within a predetermined price 
range. Or, avoid capital investment entirely today 
with Burroughs economical lease plan. 


DIRECTION. You're assured, too, that Burroughs 
Corporation has the most advanced and complete 
line of equipment and services available to pave 
your way to more and better automation. Ex- 
amples: The proved Burroughs 220 Tape Record 
Computer System, the new Burroughs B 251 
Visible Record Computer System, 

For details, call our nearby branch. Or write 
Burroughs Corporation, Burroughs Division, 
Detroit 32, Michigan. Burroughs—TM 


Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 
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but at no time had the payee a per- 
mit to engage in business in Mis- 
souri. 

The court quoted from a Ken- 
tucky case as follows: “The almost 
universal rule regarding such con- 
tracts is that they are void and may 
not be enforced, not only as between 
the original parties thereto, but like- 
wise are they prohibited from en- 
forcement by one who may become 
the holder of them in due course. 
Salitan v. Carter, Ealey and Dinwid- 
die, 325 S.W. 2d (1959) 


Joint Property 
in Bankruptcy 


The United States Court of Ap- 
peals, Sixth Circuit (Michigan) set 
aside the judgment of a lower court 
and held that a husband’s liability 
on Federal Housing Administration 
notes was discharged by his dis- 
charge in bankruptcy. The court 
ruled further that the husband’s dis- 
charge also precluded recovery from 
his wife. The decision was handed 
down even though Michigan law 
states that the joint debt of a hus- 
band and wife on FHA notes can 
only be liquidated by joint assets 
and the entireties property could not 
be claimed by the husband’s trustee 
in bankruptcy. 

Prior to the FHA suit to recover 
on the notes, the husband was dis- 
charged in bankruptcy and pleaded 


this action as a complete defense. 

Michigan’s statutes abolished the 
disability of married women to make 
certain contracts and stated they 
were competent to bind themselves 
jointly with their husbands upon any 
written instrument, but their lia- 
bility was to extend only to real es- 
tate owned by them with their hus- 
band as tenant by the entireties or 
acquired by either a survivor of the 
other in the event of divorce, or the 
interest of either in real estate which 
was previously owned by the entire- 
ties. “The parties are not in disagree- 
ment that what the United States ob- 
tained was a joint or a Quwasi-in- 
Rem judgement susceptible of being 
satisfied only out of property owned 
by defendants-appellants as tenants 
by the entirety in accordance with 
the statutes.” 

The defendants contended that the 
discharge section of the bankruptcy 
statute would be rendered a nullity 
by any decision of the Michigan 
Court which would, in effect, exempt 
the bankrupt from the protection of 
his discharge under the pertinent 
section of the United States Code, 
and would thereby subordinate Fed- 
eral law to that of a state. Counsel 
for the plaintiff conceded that under 
the law of Michigan no interest of 
the bankrupt husband in the prop- 
erty owned by him and his wife as 
tenants by the entireties passed to 
his trustee in bankruptcy and un- 
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der Michigan law the judgment 
would constitute an enforceable one 
against property owned by the ap- 
pellants by the entirety. 

But the Court pointed out that its 
jurisdiction was not based on di- 
versity of citizenship, in which case 
it would be bound by Michigan law. 
Jurisdiction was based on the fact 
that only the Federal law applied to 
the case. 

“The obligations sued on in this 
action are each a joint and several 
promise to pay on the part of the 
husband and wife. Under disability 
of coverture, the wife may validly 
create a joint liability with her hus- 
band that will subject their joint 
property to creditors’ remedies for 
such obligations. It is, therefore, ap- 
parent that the husband had a joint 
and several liability on the notes, but 
that the wife was capable only of 
having incurred a joint liability. If 
the husband’s joint and several lia- 
bility has been discharged by his 
proceeding in bankruptcy, that-dis- 
charge prevents a judgment not only 
against the husband but against the 
ree 

“We, therefore, conclude that, 
even though the joint debt of the ap- 
pellants could only be liquidated by 
joint assets and the entireties prop- 
erty could not be claimed by the 
Trustee, the husband’s several and 
joint obligations were discharged. 
Fetter v. U.S., 269 F.2d 467 (1959) 


SAVINGS AND LOAN OUTLOOK 


CONTINUED FROM PAGE 37 
boosted their rates to this level by 
the second half, and 59 per cent indi- 
cated that they would be paying 4 
per cent or more by mid-1960. 

One new aspect of the stepped-up 
competition for savings, cited by the 
associations, came in for consider- 








Spencer Weart 


BANKING STUDIES 
Branch Locations 


225 East 46th St.. New York 17, N.Y. 











ATTENTION BANKERS 


Whatever your present position, if you want a 
change or better opportunity, write to us in 
CONFIDENCE, The position you want may now 
be waiting for you. 


BANK PERSONNEL CLEARING HOUSE 
(Employment Agency) 
503 N. Washington eperville, Illinois 
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able attention in the convention 
talks. That “something new” is the 
higher level of interest return on 
Government securities, dramatized 
by the recent 5 per cent notes, the so- 
called Magic Fives, which has fo- 
cused wide attention on the favor- 
able differential over association div- 
idend rates and has resulted in some 
withdrawals. 

Congressman William B. Widnall, 
of New Jersey, warned against the 
complacent assumption that associa- 
tion savers were not sophisticated 
investors and thus would not be lured 
into the securities market. He pre- 
dicted that a substantial number of 
“new crop” investors would be 
watching for the next Treasury cash 
offering, and suggested that associa- 
tions be ready for this withdrawal 
problem in an “intelligent sort of 
way” by having a crew prepared to 
answer customer inquiries and enter 
subscriptions. 

That there has been some criticism 
over the impact of the Treasury of- 
ferings on savings. institutions. was 


acknowledged by Charles E. Walker, 
assistant to the Secretary of the 
Treasury. However, he pointed out 
that the Treasury was confronted 
with the choice of doing very short 
financing, with its inflationary im- 
plications, or reaching out to obtain 
some of the savings of individuals. 
Also, Mr. Walker reminded delegates 
that for several years the Treasury 
has been putting more into the 
stream of financial savings than it 
has taken out, as a result of heavy 
redemptions of U.S. savings bonds. 
“We do not believe that the Treasury 
will need to make any substantial net 
demands on the stream of savings in 
the years ahead,” he assured, “but 
we do believe that it is in the public 
interest that we at least stay even— 
and we probably shall have a difficult 
time even in doing that.” 

The associations were warned 
against trying to adopt dividend rate 
policies to compete with the govern- 
ment short-term money market. Rob- 
ert H. Bush, president of the Federal 
Home Loan Bank Board of Des 
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Moines, Iowa, said that dividend 
policy should be based “on the long 
pull, over a substantial period of 
time, rather than on day-to-day, or 
month-to-month, fluctuations of the 
short-term market.” He added that 
“the government must have so many 
dollars to take care of its needs at 
whatever cost. Until this need is sat- 
isfied, savings and loan funds and 
other investments will take a back- 
seat, at least if the investment 
depends on rate. Once the need is 
satisfied, then more funds will be 
available at probaby a cheaper price.’ 
One of the resolutions adopted at 
the convention urged elimination of 
the 414 per cent interest rate ceil- 
ing on long-term marketable Treas- 
ury obligations. “The ceiling,” the 
resolution pointed out, “has the un- 
fortunate effect at the present time 
of forcing the Treasury to concen- 
trate its bond offerings in maturities 
under five years, has imposed an ab- 
normal pressure on the short-term 
securities market, and has forced the 
Treasury into an unprecedented com- 
petition with thrift institutions 
which seems likely to result in a de- 
crease in funds available for home 
mortgage loans next year.” 


STEPPED-UP national adver- 

tising campaign is already in the 
works for 1960 to help the associa- 
tions meet their targets in the next 
decade, said William K. Divers, pres- 
ident of the Savings and Loan Foun- 
dation. 

The Foundation’s budget, he con- 
tinued, has been raised from a 
healthy $1,350,000 this year to $1,- 
750,000 in 1960 and will cover all 
media used so successfully in the 
past few months. Monthly spreads in 
such magazines as Look, Life and 
Saturday Evening Post will cater to 
the average-income family, he added, 
while Time will be utilized to reach 
the higher-income brackets. 

In addition, there will be a repeat 
of a 12-page ad, telling the savings 
and loan story, in the April, 1960 
Coronet and sponsorship of special 
events aimed at selling other sectors 
of the economy, he said. Included in 
the latter category will be the profes- 
sional football championship game, 
the East-West Shrine game, and the 
like. 

He emphasized that the 1960 out- 
lay is 3144 times as much as the Foun- 
dation spent in its first year of opera- 
tion and is aimed at converting some 
50 per cent of the nation’s families 
that do not have savings accounts 
into regular savers. 

The League’s economic consultant, 
Arthur M. Weimer, dean of the In- 
diana University School of Business, 
felt the steel strike may prolong 
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rather than shorten the period of 
economic expansion. He noted that 
the uncertainty regarding the steel 
strike brought a more rapid period 
of expansion earlier in 1959 than 
would have come otherwise. Without 
the strike, he continued, we might 
now face some retrenchment. 


OR example, he said, it will take a 

long time to rebuild inventories, 
and business firms will make strong 
efforts to do so; business expansion 
of plant and equipment may also 
reach levels of 1957, with a large 
portion of these programs being 
financed by plowed-back earnings; 
personal incomes will also rise to 
new high levels; the automobile in- 
dustry is also likely to have its best 
year since 1955, depending on the 
steel situation; despite tight money 
and high interest rates, the housing 
industry should have a good year, re- 
flecting steadiness in multiple dwell- 
ing construction; and there will be 
some expansion in government spend- 
ing, particularly on state and local 
levels. 

He indicated that there were sev- 
eral uncertainties, however, such as 
the possible effects. of the 1960 Presi- 
dential elections, continuing interna- 
tional tensions, and some difficult 
problems in the field of international 
payments. 


Ira Dixon, a Federal Home Loan 
Bank Board member, warned that 
savings and loans associations must 
maintain substantial reserves as pro- 
tection against any sudden adverse 
changes in economic conditions. 


669 N a period such as this,” he con- 

tinued, “It is difficult to conceive 
conditions arising that might require 
the use of accumulated reserves to 
pay losses. Yet, if the past is any 
criterion, such conditions may well 
arise. ... Prudent management pre- 
pares in times such as we are now 
witnessing for future periods during 
which large-scale unemployment, fall- 
ing real estate prices, and other dis- 
turbing or depressing influences may 
occur.” 


By year’s end, added F.H.L.B. 
Chairman Albert J. Robertson, sav- 
ings and loan associations should 
register a record $3 billion increase 
in mortgage loans, climbing to a fig- 
ure near $15 billion for the year. 
This will be accompanied by a net 
inflow in savings approximating $7 
billion in 1959, he said. 


Tight money conditions, he indi- 
cated, may continue well into next 
year, with sufficient influence to take 
the edge off the current boom in the 
thriving savings and loan industry. 

Prominent speakers at the League 
convention included Senator Lyndon 











Each client’s credit file is complete 
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Convention get-together of the U. S. League’s policy-deciding board of directors 


B. Johnson of Texas, who discussed 
domestic and international issues, 
end Ben H. Wooten, president, First 
National Bank in Dallas, who 
stressed responsibilities of business 
management. 

The following recommendations to 
guide the savings-loan associations 
during the coming year were among 
those made by the trends and eco- 
nomic policies committee: 

1. Give savings promotion the 
number one priority during the com- 
ing year. 

2. Continue promotion of the con- 
ventional home loan to upgrade port- 
folios in the period of easing com- 


petitive conditions in the mortgage 
market. 

3. Pay attention to estimating 
cash flows to provide for adequate 
liquidity and increased credits to re- 
serves. 

4. Study the problems in present 
urban renewal programs which are 
slowing them down, and contrib- 
ute to the development of new ap- 
proaches. 

5. Pay close attention to happen- 
ings in the multi-unit sector of the 
housing market, as this type of 
financing is not so sensitive to rate 
as the single family unit. 

6. Support proper zoning, efforts 
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to reduce building costs, and provi- 
sion for adequate community facili- 
ties and services. 

7. Use lending powers to preserve 
existing values of homes, as well as 
to support new construction. 

Succeeding Mr. Mitchell as presi- 
dent of the League for the coming 
year is Wallace O. DuVall, president, 
Atlanta Federal Savings and Loan 
Association, Atlanta, Georgia. New 
vice-president is C. Elwood Knapp, 
president, Friendship Federal Sav- 
ings and Loan Association, Pitts- 
burgh, Pennsylvania. 

Next year’s meeting will be held 
November 14-18 at Miami Beach. 


BUILDING TRUST BUSINESS 


CONTINUED FROM PAGE 39 

I place a copy of the special booklet 
in my briefcase and make it a point 
to deliver the brochure to the pros- 
pect’s home that evening after din- 
ner. We have been pleasantly sur- 
prised with the warm welcome to our 
calls, and regularly face dozens of 
questions that the prospect has been 
thinking about concerning his estate, 
but which he never before took the 
time to have answered. Possibly the 
call will result in two or three more 
visits to the home for further ex- 
planation, but nearly always, the ini- 
tial visit ultimately leads to business 
for our department. 

Our direct mail program might be 
regarded by some as too regular and 
as too wasteful, in view of the every- 
month mailings. Advertising for any 
service is, at best, a long-range pro- 
gram. Advertising trust services 
seem to be particularly long-range as 
far as results are concerned. As in 
other advertising ventures, by the 
time you are completely bored by 
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your promotional messages, the con- 
tent of the message may just be gain- 
ing the interest of your prospect 
who, by nature, would rather defer 
any action until “tomorrow.” 

We have found that when we do 
get the opportunity to make our first 
visit to the prospect, he is already 
familiar with our monthly discus- 
sions of estate problems, and is al- 
ready somewhat prepared to do busi- 
ness with us. 

The importance of the personal 
contact, of course, cannot be over- 
emphasized. Even after the struggle 
to create a demand for your services 
has been won, the job of making the 
customer actually buy them is again 
difficult and time-consuming. But if 
the customer procrastinates until he 
dies, the bank has lost the business. 
Convince the prospect that he is 
more than a mere address plate on a 
mailing list, and he will be receptive 
to discussion, but only a thorough 
explanation of what the trust depart- 
ment can do for him will place his 


name on the dotted line of a will 
or trust instrument naming the bank 
as executor or trustee. 

One area of service that we have 
found particularly interesting to 
prospective customers is the counsel 
we can provide for the man’s wife. 
Few men prepare their wives for 
widowhood. Most men find comfort 
in the knowledge that the bank will 
provide considerate and_ efficient 
guidance to their widows. 

The basis for the profitable opera- 
tion of any trust department is, of 
course, the building of a large will 
file. In the past year alone we have 
added 125 new wills. Like any other 
bank’s trust department, we work 
closely with all local attorneys, con- 
vincing them that we are not in com- 
petition with them, and offering our 
help for their help. An ideal situa- 
tion would have all local lawyers re- 
ferring business to the bank. We do 
not feel that we are too far from this 
objective. 

Let’s say, for example, that a bank 
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Spacious lobby of Jenkintown Bank and Trust Company 


has on file 1,000 wills averaging es- 
tates of $100,000. Potential assets 
for the future would then be $100 
million. Certainly this future interest 
should be well guarded and con- 
trolled. 

To care for this business prop- 
erly we believe a bank should 
first obtain and hold the original will 
in its will vault, and give the cus- 
tomer a letter advising him that the 
will is being held by the bank. A list 
of will customers should be kept up- 
to-date and contain pertinent infor- 
mation on a card index system. All 
will customers should be contacted 
by periodic mailings of material 
which will be of interest to them, and 
which should serve as a reminder 
that the bank has been named ex- 
ecutor. Whenever possible, will cus- 
tomers should be personally visited, 
and an aura of friendship developed 
between the trust department and 
the customer to a point where the 
bank would retain the appointment 
even though the customer might 
very well change his banking con- 
nection. 


T has also been of importance to 
us to not only continue telling our 
story to prospective clients, but also 
to acquaint our staff members with 
services of our trust department. 
The tellers, especially, can be good 
salesmen for our department if they 
know what the department does, and 
whom it serves. 

Organizationally, we believe that 
our department has been well-pre- 
pared to offer maximum service at 
minimum cost to the bank. At pres- 
ent we have eight staff members who 
are divided into two general areas of 
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work responsibility. The first divi- 
sion, headed by Assistant Trust Of- 
ficer Richard E. Buck, handles the 
many details of trust and estate 
administration, including the prepa- 
ration of inventories, inheritance 
taxes, court accountings, etc. This 
division also handles all mortgage 
servicing functions for the entire 
bank as well as the Trust Depart- 
ment. 


HE second division, headed by 

Marie E. Lynch, assistant trust 
officer, handles all matters relating to 
the preparation of income tax re- 
turns, the receipt and transfer of all 
securities and the supervision of 
all departmental bookkeeping opera- 
tions. Miss Lynch is also our vault 
custodian. Each person is considered 
somewhat of a specialist in his or 
her own duties, making the job of 
trust officer a pleasant task. But 
more important, it relieves’ the 
trust officer of clerical duties and 
enables him to spend all of his efforts 
on personal contact work. The eighth 
member of our trust team is my very 
efficient secretary who has become 
a highly competent jill-of-all-trades. 

Our promotional 
reached its initial objective. It has 
built a good foundation of wills, in- 
terested our customers in their own 
estate problems, and now has busi- 
ness coming in to us. Still, we be- 
lieve that we have only scratched the 
surface in educating customers and 
potential customers in the mysterious 
business of trust department work. 
The encouragement brought about in 
increased business over the past two 
years has only served to make us 
want to expand our efforts. 
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How to Solve 
Your Number One 
Installment 

Loan Problem 





Here’s how to get rid of 
repetitive paper work 


With Allison’s System 
combining all classes of hand 
and machine work into one 
simple, easy operation: 


Expenses are reduced 
Collections improve 
Procedures are simplified 


How much can you save? 
From $1.00 to $6.00 per 
account. Savings that begin 
the first day the Allison 
Coupon Books are in use. 


Start now to eliminate masses 
of repetitive detail by 
handling this complicated 
problem in a very simple way. 
Send us the convenient 
coupon below. We will send 
you all the facts, 


a ALLISON COUPON COMPANY, Inc. 
it P.O. Box 102, Indianapolis 6, Ind. 


Piease send me information and 
eg samples showing how Allison Cou- 
t pons cut repetitive work. 


% Name 
§ Firm 


2 Address 











é City and State 


Ge Re ee we me 
mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P. O. Box 102, Indianapolis 6, Indiana 
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in all 
this world 


Burroughs 


~~" Clearing House 


reaches more Bank and Financial Officers 


. . . than the next 4 banking publications (national) combined 


107,241 monthly copies of Burroughs Clearing House—addressed to individuals 
—serve domestic and foreign bank and financial officials with news and informa- 


tion pertinent to their work. 


B.C.H. offers—by far—the most complete coverage of this market, at the lowest 


cost-per-1000 of any book in the field. 


Total 
Circulation 


BCH 107,241 
Banking 37,142 
Bankers Monthly 22,517 
Auditgram 9,893 


American Banker 


8,500 


Cireutation Por’ M 
18,944 $ 6.11 
614 13.73 
292 15.54 
165 20.72 
37 32.12 


Source: SRDS September 24, 1959—based on 12-time contract for full page or 
its equivalent (30 column inches), or for full page flat rate. 


The Banking Market 


U. S. bank assets, currently at an all- 
time high of $288 billion, assure a mar- 
ket with more to spend than ever be- 
fore—and a need to spend it. 


More than 2,000 new bank and 
financial buildings are planned in 
the next 36 months. 


Increased assets mean that banks have 
more to spend on securities and insur- 
ance, more to lend to business firms, 
consumers and farmers. 


B. C. H. IS THE ONLY EFFECTIVE-COV- 
ERAGE MEDIUM FOR MANUFACTUR- 
ERS WHO WISH TO REACH THE 
BANKING MARKET—OR BANKS SEEK- 
ING TO DO BUSINESS WITH OTHER 
BANKS 


DETROIT 32, MICHIGAN— 

Second and Burroughs Avenues, TRinity 5-2260 
NEW YORK 3, NEW YORK— 

219 Park Avenue South, Algonquin 4-6350 
CHICAGO 4, ILLINOIS— 

324 S. Michigan Avenue, WAbash 2-7600 


Clearing House 


For Bank and 





Fast-growing international trade is in- 
creasing business throughout the world 
of banking. 


B.C.H., WITH ITS VASTLY SUPERIOR 
FOREIGN CIRCULATION AND SPE- 
CIAL INTERNATIONAL NEWS SEC- 
TION, IS THE ONLY EFFECTIVE-COV- 
EREAGE MEDIUM FOR 


® Banks which serve the export-import 
trade 


® Manufacturers who sell abroad 

*® Corporations desiring to keep in- 
vestors and bankers informed of 
their progress 


For complete facts on national or in- 
ternational coverage, write or call the 
office near you. 





Financial Officers 


Published by Burroughs Corporation, Second & Burroughs Avenues, Detroit 32, Michigan 
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ANNUAL REPORT 
EMPHASIS 


CONTINUED FROM PAGE 41 


into the personality of the bank and 
an understanding of the work we do. 

Several times there were presented 
case history stories of unusual or 
helpful services rendered in our com- 
mercial banking or trust depart- 
ments. Once we included a brief his- 
tory of the bank, and last year there 
was a feature article on “The Chang- 
ing World of Banking.” In 1959 we 
are planning a special section about 
the Port of Philadelphia and the part 
that Girard plays in financing for- 
eign trade. In all of these, our objec- 
tive is to make the report interesting 
and readable as well as informative. 

As a special human touch, we be- 
gan some years ago to print in our 
Annual Report a few good-natured 
cartoons poking fun at ourselves, our 
customers, and at banks and bankers 
generally. The late Helen Hokinson, 
of the New Yorker, drew our first 
cartoons for us, and although this 
was an innovation in the field of bank 
reporting, the experiment proved a 
success and we have continued it each 
year since. Unfortunately, the car- 
toons sometimes attract more atten- 
tion and publicity than the other 
more worthwhile portions of the re- 
port—but there is no denying that 
they have helped increase the appeal 
and the overall readership of Girard 
reports. 

We make it a policy to mail the 
Annual Report to all shareholders 
several weeks in advance of the an- 
nual meeting. 

We mail the report to our corre- 
spondent banks in this country and 
throughout the world. We send it 
also to many depositors and commer- 
cial borrowers and parties-in-inter- 
est in our trust accounts. Each of 
our officers and contact men main- 
tains a list of customers and poten- 
tial customers to whom he mails the 
Annual Report as Girard’s number- 
one piece of institutional literature. 

Perhaps one of the aspects of the 
veport about which we are most 
proud is the large number of schools, 
colleges and universities in which 
Girard reports are used year after 
year by professors of accounting, 
business management and corpora- 
tion finance. Hundreds of young peo- 
ple are reviewing Girard reports in 
classrooms from Maine to California. 
This is an extra advantage entirely 
unforseen when we first began pub- 
lishing our modern-style annual re- 
port, and we hope it may prove one 
of the most useful elements in our 
bank’s public relations program. 


Burroughs Clearing House 
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YEW PRODUCTS AND SERVICES 








Underground Conveyor . .. A unique 
underground reversible belt conveyor 
designed and installed by the Lamson 





Corporation, Syracuse 1, New York, can 
be found at the Genesee Valley Union 
Trust Company, Rochester, New York. 
The conveyor covers a distance of 
approximately 40 feet from the main 
building of the bank to the drive-in, and 
is entirely underground. Since the only 
openings to the conveyor tunnel are 
inside the drive-in and inside the bank, 
maximum security is obtained. All rec- 
ords, paper work and cash moving 
between the bank and drive-in are trans- 
ported over the conveyor. Company pay- 
rolls, which may be picked up at the 
drive-in, make up the bulk of the con- 
veyor load. Metal boxes, resembling tool 
boxes, are used to transport money and 
records on the moving belt. When the 
box reaches the end of the belt it breaks 
the beam of an electric eye which auto- 
matically shuts off the conveyor at the 
same time activating a buzzer. The 
opening to the conveyor at the drive-in 
end is in the floor beneath the teller’s 
counter, easily accessible to the teller. 
The opposite opening is located in a 
wall in the main building. 


Punchless Binder ... Accogrip, a new 
binder developed by the Acco Products 
Co., Ogdensburg, New York, is being 
used to bind an unlimited variety of 
business and personal papers. There 
are no holes to punch; a spring-action 
clamp opens or closes instantly as you 
press with one finger. The new binder 
is now available in letter and legal 
sizes, in red, black, gray, green or blue. 


Filing Flexibility ... A new modular 
reference file for vertical processing 
trays permits assembly of individual 
units to any desired size. Manufactured 
by Diebold, Inc., Canton, Ohio, the file 
units lock together side-to-side, top-to- 
bottom and back-to-back without requir- 
ing special tools or extra materials. As 
a result, outstanding installation flex- 
ibility is possible. They can be installed 
to fit the space at hand, making use of 
wasted floor area. These units serve 
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efficiently as room dividers when erected 
to counter height ... serve as easily- 
accessible point-of-use reference sta- 
tions when assembled to desk height 

. or, if desired, can be erected as 
high as the ceiling. 


Remote Dictator . . . Scribe’s new 
S.I. 70 remote dictation system features 
the compact Miracle Mike desk station 
which occupies only 5 x 8 inches of an 
executive’s desk top. The new system, 
developed and produced by Scribe In- 
ternationale and marketed by Scribe 
Distributors Co., 6949 W. North Avenue, 
Oak Park, Illinois, is said to be the 
only remote dictator using the re-usable 
Mylar magnetic tape as a recording 
medium. This remote network allows 
a number of executive units to be linked 
to one recording-transcribing unit, re- 
ducing installation costs while providing 
more executives with dictation facilities. 


Sorting Guide ... A new brochure, 
“Sort-O-Mat,” published by Yawman 
& Erbe Mfg. Co., Inc., Rochester 3, 
New York, listing various sorting sys- 
tems, and combinations of systems is 
now available. It includes a list of 
uses, sizes and specifications of equip- 
ment designed to eliminate the sorting 
bottleneck of paperwork. A copy of 
“Sort-O-Mat” may be obtained from 
Yawman & Erbe dealers, branch offices 
or from the main office in Rochester. 


Modern Roll-Top ... A contemporary 
version of the famous roll-top desk, 
featuring push button operation of the 





top: and removable pigeon holes, has 
been unveiled by the Myrtle Desk Co., 


High Point, North Carolina. When 
closed by a hidden electric control, the 
roll-top automatically locks, assuring 
the executive complete desk-top privacy. 
Furnished with an oil-finish teakwood 
top, the 15-inch overhang area on three 
sides of the tambour provides ample 
conference or storage area. 


Improved Incinerator . .. A new 
Samco gas-fired destructor completely 
destroys stock and bond ledgers, files, 
cancelled checks, bonds, collection rec- 
ords, auditing ledgers or other confiden- 


tial papers. According to the manufac- 
turer, Syrall Manufacturing Company, 
511 N. State Street, Syracuse, New 
York, the Samco gas-fired incinerator 
may also be used for the disposal of all 
wet or dry combustible wastes. Safety 
engineered to meet the requirements 
for indoor or outdoor installation, the 
new updraft design provides AGA ap- 
proved controls to shut down the gas 
line instantly and automatically in the 
event of a gas failure. A unique front 
and top opening feature permits the 
direct emptying of barrels and boxes 
into the combustion chamber with no 
need for hand ladling or breaking up. 


New Envelope Design . . . Sim-Pull 
Opening is the name Tension Envelope 
Corporation, 19th and Campbell, Kansas 





City 8, Missouri, has given its new 
third-class envelopes. The “Sim-Pull” 
opening envelope has several advan- 
tages over conventional designs. De- 
veloped and in the process of being 
patented by Tension, they open at the 
end with the pull of a small tab. The 
tab (which is part of the side flap) 
does not protrude and is not visible 
until the recipient turns the envelope 
over. A spot of gum holds the tab 
securely in position until the envelope 
is opened. “Sim-Pull” was designed so 
that the valuable advertising and mer- 
chandising space on the envelope is not 
interfered with and yet the “pulltab” is 
of such prominence that the addressee 
cannot help but be attracted to it. The 
design also takes into consideration 
“snag-free” performance on inserting 
and mailing equipment. 


New Rotary File ... Push button con- 
trols on the new drum Revo-File made 
by the Mosler Safe Company, Hamilton, 
Ohio, insure speedy handling of up to 
15,000 active records. To find a card, 
a clerk simply touches the proper but- 
ton. A selectomatic control system re- 
volves the proper drum and automatic- 
ally stops it when the desired section 
reaches the most convenient position in 
front of the operator. The cards are in 
an easy-to-find position and automatic- 
ally open into a visual “V”. This as- 
sures the file clerk quick, easy reference 
and also signals the refilling location if 
a card is removed for posting. 
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Your eyes and ears in Chicago... 


Inside information right from wherever things .».transferal of funds... clearings. Small enough 
are happening, plus diligent personal service, is to provide the personal attention each job needs, 
why our many correspondent banker friends use You always deal with an officer at City National. 
City National as their eyes and ears in Chicago. Whenever you need diligent eyes and ears in 

Big enough to handle @// correspondent bank- or from Chicago, call on City National. We'd like 
ing service... buy and sell... portfolio advice to do business with you. 


Member : 
Federal Deposit Cimiwy WATIONAL BANK 
Insurance 


Corporation 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street +* FRanklin 2-7400 


© City National Bank and Trust Company of Chicago, 1959 























